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Spring Training. all the year around 


means more and larger sales! 
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We have spring training—and it lasts through the 
summer, fall and winter! In fact, the New England Mutual 
training program is widely recognized as one of the most 
comprehensive in the field. 

Why do we put so much stress on training our field 
men? Because it’s good business—it’s good business for 
them, it’s good business for us. It equips our men to sell at 
all levels, including the high executive levels where most of 
the big cases originate. 

New England Mutual's intensified training includes five 
courses: (1) basic training in the agency using Career 


Underwriting; (2) a Home Office course given in Boston at 
no expense to the Agent; (3) Coordinated Estates—a pro- 
fessional approach to selling and servicing life insurance; 
(4) Advanced Underwriting, covering business uses of life 
insurance and relating insurance to trusts, wills, estates and 
taxation problems; (5) study for the CLU designation. All of 
these courses are integrated with the LUTC program. 

Training, of course, is only one phase of New England 
Mutual's continuous concern for its prime objective... to 
help New England Mutual men make MORE and LARGER 
sales with fewer and shorter interviews. 
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1953 Another Splendid Year At The 


NATIONAL FIDELITY 


Insurance in Force over 


82 MILLION 


The following 38th ANNUAL STATEMENT is one of the Nation’s 
strongest by any standard of comparison. 


December 31, 1953 











ASSETS LIABILITIES 
TIER $ 192,133.18 Policy Reserves ooo.o..ccccccccccccsssssssseeeen $12,450,996.01 
Bonds .. ht) See 6,051,971.58 Reserve for Installments ................ 362,154.42 
Mortgage Loans ooo. . 6,682,708.57 Premiums in Advance ...................... 193,924.29 
ee 877,641.85 Reserve for Taxes 00. 72,264.95 
Home Office Property .................. 587,763.00 Other Liabilities ........................ 92,050.84 
Preferred Stocks 22..0.00000000.cccccsccseccen 194,626.00 
Premiums in Process 0.0.0.0... 329,901.06 Total Legal Liabilities ..........$18,171,390.51 
lsat 88,751.74 Capital oo... 500,000.00 
Miscellaneous 72,082.25 Surplus .............. 1,406,188.72 1,906,188.72 

TOTAL ASSETS. uw... $15,077,579.23 TOTAL LIABILITIEG .............. $15,077,579.23 


(Ratio of Assets to Liabilities 114.47%) 


Ten-Year GROWTH Record 


Excellent Territory 

































Growth 
1943 1953 Ratio 
Bho hee Lovee § 7,301,694.79 $15,077,579.23 206.5 
Capital & Surplus ............. 521,750.00 1,906,188.72 . 365.3 
Insurance in Force ........... 33,171,387.00 82,636,126.00 249.1 
Premium Income .................. rm 759,180.25 2,312,992.73 304.7 
EXPANSION BRINGS OPPORTUNITY 
Incidentally — Opportunity — Established 






Our Oklahoma Manager has 
gned to b President 
of a new company. We need a 
good capable man to fill this 
vacancy. 
e ® ® 
A REAL OPPORTUNITY 


Renewal Account 


Our expansion also calls for 
one home office agency super- 
visor to assist the agency vice 
president. 





Need regional supervisor to 
service business in North Cen- 
tral Kansas, preferably with 
headquarters in Manhattan. 
Opportunity created by recent 
death. 


ee ee 
UNUSUAL SITUATION . 





For details of our Equipment, Procedures, Compensation, write direct to 
| BEN TAYLOR, Vice President 
L _— 
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7: NATIONAL FIDELITY LIFE INSURANCE COMPANY 


KANSAS CITY 6, MISSOURI 
W. Ralph Jones, President 
Thirty-eight Years of Faithful Service 
Life — Accident — Health — Hospitalization — Group — Creditors Insurance 
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Home Office 
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DOMINION LIFE 

New business in 1953 of Dominion 
Life amounted to $77,579,158, an all- 
time high and an increase of about 
91%. Insurance in force increased to 
$563,134,564, compared with $512,936,- 

1. 

a of $127,190,271 were higher 
by $10,132,368. The gross rate of inter- 
est earned was 4.28%, up from 4.15%. 
The respective net rates were 4.03% 
and 3.91%. 

The average size policy reached a 
record $5,600. Benefit payments ex- 
ceeded $7.5 million, 65% going to liv- 
ing policyholders. 


EQUITABLE SOCIETY 

Equitable Society’s ordinary sales in 
1953 totaled $1,020,000,000, up 12%, 
and new group amounted to $536 mil- 
lion. Insurance in force now totals 
$20,457,000,000, of which $9,411,000,000 
is ordinary and $11,046,000,000 is 
group. Assets reached $7,044,000,000 
and total premium income was $858 
million, up 8.6%. Benefit payments to- 
taled $499 million, of which 68% was 
paid to living policyholders. 

Net income amounted to $158,074,000 
and net capital gains were $2,067,000, 
bringing total margins to $160,141,000. 
Dividends to policyholders were $115,- 
898,000. Surplus gained $26,212,000 and 
now totals $421,437,000. Investments 
in securities totaled $488 million at a 
rate of 4.01% as against 3.74%. Net 
earned on assets, after Federal income 
tax, was 3.03% as against 2.97%. 


FEDERAL LIFE, CHICAGO 

An increase in life insurance in force 
of $21,972,965 in 1953 for Federal Life 
brought the total to $188,200,114. As- 
sets amounted to $36,636,943, up from 
$34,736,242. Capital and surplus of 
$3,382,546 compared with $3,297,223. 
A&H premium income rose to $2,778,- 
047, and benefit payments since or- 
ganization now exceed $92,200,000. 


HOME LIFE 


Home Life showed an 11% increase 
in life in force during 1953, making a 
total of $1,220,715,000; $1,118,185,000 
in individual policies and $102,531,000 
in group. Life in force has more than 
doubled in the past 10 years and more 
than tripled in the past 20. This is con- 
sidered the result of the planned es- 
tates service, which was 20 years old 
in 1953. 

New ordinary business written to- 
taled $139,016,000, topping 1952 by 
12%. Group operation, now in its 
fourth year, totaled $35,985,000 in new 
production, a slight increase. Premium 
come from A&H coverages tripled 
the previous year to reach $765,000. 
New individual and group life busi- 
ness was $175,001,000, compared with 
$159,989,000. 

Average size of policies purchased 
during the year was $11,487, and aver- 
age of policies in force was $7,147. 
Company assets at $285,233,000 were 
also at a new high with a 6% increase. 
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The National Weekly Newspaper of Life Insurance 


Net investment rate was 3.25% com- 
pared with 3.22%. Payments to policy- 
owners and beneficiaries were $22,644,- 
000, a 15% increase. 


LIFE OF GEORGIA 

Life of Georgia gained $133,104,734 
in volume for 1953, and insurance in 
force now totals $1,060,689,567, up 
14.3%. Assets rose 17.9% to $94,205,- 
212, of which $72,655,713 was in policy 
reserves and $12,434,870 in capital and 
surplus. Total premium income was 
$44,562,204 and benefit payments 
amounted to $10,541,464. Net earnings 
on investments were $2,775,815, up 
10%. 


LOYAL PROTECTIVE LIFE 

Premium income of Loyal Protective 
Life increased $359,545 during 1953 to 
pass the $5% million mark and total 
income was up $563,968, to make more 
than $6 million for the year. 

Assets increased by almost $2 mil- 
lion, totaling $17,337,371 and surplus 
was $7,563,320, a new high. Health cov- 
er loss ratios were slightly higher. 

Investment return was 3.44%, com- 
pared with 3.39%. Although the aver- 
age rate on new investments was sub- 
stantially higher than in previous 
years, the rate on investments already 
held did not change, making the net 
rate, after deduction of expenses for 
building repairs, 3.04% compared with 
3.07%. 

Additional space in the home office 
building was taken over because of 
expansion of business, and extensive 
alterations were made, charged off as 
building maintenance. This reduced the 
return on the building and the over-all 
investment rate. 

A program to waive the right to re- 
fuse renewals in A&H policies is being 
carried out by including a small charge 

(CONTINUED ON PAGE 19) 


More Insurers Use Glowing Frederick Jones 
TermstoSum Up’53 Record 


New President of 
Ohio State Life 


Frederick E. Jones, president of 
Buckeye Union Casualty and Buckeye 
Union Fire, this week was elected pres- 
ident of Ohio State Life. He succeéds 
Claris Adams, who resigned to become 
executive vice-president of American 
Life Convention. 

Mr. Jones is a substantial stockholder 
of Ohio State Life and has been a 
director and member of the executive 
committee for 13 years. He became 
president of Buckeye Union Casualty 
in 1936 and organized Buckeye Union 
Fire in 1938. He is president of Jackson 
(Ohio) Iron & Steel Co., a director of 
First National Bank of Jackson, a 
director of General Telephone Co. of 
Ohio and a trustee of Mount Carmel 
Hospital of Columbus. 

He graduated from Williams College 
and was a lieutenant commander in the 
navy for 3% years. 


Life Sales Get Fast 
‘54 Start; January 
Total Is 10% Gain 


January purchases of life insurance 
were 10% more than the correspond- 
ing month a year ago. The $2,594,000,- 
000 compared with $2,359,000,000 in 
January, 1953, and $2,080,000,000 in 
January, 1952. This year’s purchases 
were $235 million greater than a year 
ago. 

Ordinary sales were $1,721,000,000, 
4% more than a year ago. Industrial 
amounted to $432 million, a decrease 
of 4%. 

New group life was $441 million, 
increase 72%, and more than double 
the figure for January, 1952. These are 
all new groups set up and not addi- 
tions under already existing contracts. 








Late News 





Bulletins... 











Introduces Resolution for Probe of N.Y. Dept. 

ALBANY—Assemblyman Van Duzer of Middletown introduced a resolution 
calling for a “friendly” investigation of the New York department by a joint 
senate-assembly committee. He cites the increase in department expenses which 
are paid by insurers from $194,000 in 1940 to $1,037,000 in 1953. He wants to 
investigate the reasonableness of these expenses in the light of services per- 
formed and to determine whether there might not be a simpler form of poli- 
cing the insurance business that would be more economical while at the same 
time preserving the full protection for policyholders. Van Duzer is a Republican 
but has criticized the Dewey administration on several points, including what 
he termed lobbying of the department on behalf of compulsory automobile lia- 
bility insurance. The Republicans have ample strength to block the resolution 
but might find it politically unwise to do so if Van Duzer and his backers suc- 
ceed in stirring up considerable sentiment for an investigation. 


Say FTC Plans ‘Consumer Guide’ for A&éH 


WASHINGTON—The federal trade 


commission reportedly has plans for 


helping to do away with “false and misleading” advertising by A&H companies 
in a manner novel to the insurance business. 
FTC plans to compile a listing of all the 800 or more companies in the A&H 
field, analyzing the policy benefits of each and comparing them with pro- 
(CONTINUED ON PAGE 20) 
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Cameron Outlines 
Gains That Sec. 213 
Bill Would Bring 


Limits’ Revision More in 
Step With Expenses, Says 
ALC-LIA Committee Chief 


NEW YORK—The proposed revision 
of section 213, the New York insurance 
law provision limiting expenses on 
ordinary insurance, will improve the 
law in several important respects, ac- 
cording to the joint section 213 com- 
mittee of Life Insurance Assn. of 
America and American Life Conven- 
tion. The bill was introduced last week 
under sponsorship of the joint legis- 
lative committee on insurance rates 
and regulation, headed by Senator 
Condon of Yonkers. 

“One of the primary changes effect- 
ed is in connection with the formulas 
for total field expense limits and total 
expense limits, to make them follow 
more closely the actual incidence of 
expense,” said William J. Cameron, 
chairman of Home Life and chairman 
of the associations’ joint committee. 

“The formulas of the present law 
weight heavily the factors based on 
business in force, and those based on 
insurance issued are much too small 
to cover the expenses of writing new 
business,” Mr. Cameron said. “This 
causes the margins under the law to be 
severely restricted in periods such as 





The hearing on sections 213 and 
213-a, previously scheduled for 
March 12, will be held March 5 at 
10:30 a.m. at the New York City Bar 
Assn. building, 42 West 44th street, 
New York City. 





the present when new business is high 
in relation to insurance in force. The 
new formulas shift the weight of the 
factors somewhat from the later to the 
earlier policy years. Factors based on 
the business issued in the five previ- 
ous years are introduced in recogni- 
tion of the fact that expenses tend to be 
heavier in the early renewal years. The 
intention is not to make the early year 
factors cover entirely the expense of 
writing new business and maintaining 
it in the early years, but only to les- 
sen to some extent the inadequacy of 
the early year factors in the present 
formula. 

“In making the shift of the factors 
of the expense limit formulas, the ag- 
gregate amount of the basic factors on 
one year’s new business over all pol- 
icy years is not increased but is slight- 
ly decreased. Therefore, in periods of 
level production of new business, the 
revised law would give slightly lower 
basic limits than the present law. 
However, under current conditions of 
expanding insurance production fol- 
lowing a period of price inflation most 
companies are growing rather rapidly, 
and some have inadequate margins un- 
der the present law. The revision pro- 


vides such companies with some in- 
(CONTINUED ON PAGE 19) 
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Metropolitan Paid 
More than a Billion 
in Benefits in 1953 


NEW YORK—Metropolitan Life paid 
more than a billion dollars to policy- 
holders and beneficiaries last year, 
according to the annual business state- 
ment released this week. 

It is the largest amount ever paid 
out by any life company in a single 
year and the first time that such pay- 
ments have crossed the billion-dollar 
mark. The figure was $1,029,358,712. 

Metropolitan also set new records in 
new business written and gain in force. 
Metropolitan now covers 37,200,000 
persons in the United States and Can- 
ada or about one out of every five 
persons in the two countries. 

Assets were $12,312,000,000 at the 
year-end as against $11,593,000,000. 
Surplus is $715 million, about 6.2% of 
total obligations. 

New business was $4,116,466,869, as 
against $3,590,440,526 in 1952. Ordinary 
accounted for $2,485,905,228 as against 
$2,199,468,108. Industrial was $775,478,- 
465 as against $769,037,125. Group was 
$885,083,176 as against $621,935,293. 
The 1953 group figure does not include 
$1,706,748,450 of additional coverage 
arising chiefly from net increases un- 
der existing group contracts. 

Life insurance in force at the year- 
end was $56,104,765,732 as against $51,- 
854,261,454 . Of this, ordinary was $26,- 
259,206,803, as against $24,614,678,844. 
Industrial was $11,236,307,296 as 
against $10,964,213,241. Group was 
$18,609,251,633 as against $16,275,369,- 
369. 

Of the $1,029,000,000 benefit pay- 
ments last year, death claims accounted 
for $356 million and payments to liv- 
ing policyholders were $673 million, of 
which $267 million was in matured en- 
dowments, annuity payments, surren- 
der values, and miscellaneous interest 
payments on policy or contract funds; 
$191 million in A&H and disability 
benefits, and $215 million in dividends 
to policyholders. 

A&H insurance in force at the year- 
end was $5,792,620,833 in principal 
sum benefits and $104,062,913 in week- 
ly benefits. In addition, more than 5% 
million persons were protected by 
hospital, surgical and medical expense 
benefits under group and individual 
policies. 

Interest earnings after investment 
expenses but before federal income 
taxes were 3.31% as against 3.21% for 
1952. The after-tax rate was 3.09 as 
against an even 3%. The before-tax 
rate on new investments was 3.99%, 
best since 1933. 


Sassy Piece in Esquire 


Plays Up Term Insurance 


The March Esquire magazine con- 
tains the latest chronicling of the won- 
ders of term insurance as the solution 
to the problems of the cost-harried in- 
surance buyer. It is titled “Ah, Sweet 
Mystery of Life Insurance,” subtitled 
“The Facts and Figures that Crouch 
Behind the Sales Talk.” 

The agent is pictured as one who 
conceals the merits of term insurance 
because it pays him a smaller commis- 
sion, but who will admit that his com- 
pany sells it if the buyer shows himself 
to be hep and is sufficiently persistent. 
The article contains some good advice, 
however. From the insurance business’ 
standpoint, the piece has the merit of 
being sufficiently complex and confus- 
ing so that the reader’s impulse would 
probably be to consult a good agent and 
get himself unconfused. 












































“Yes, I know ‘MONY’ is doing wonders for Mutual Of New York but that 
doesn’t mean that you fellows at Beneficial Alliance Life Of New York should 


try to imitate it.” 








NO BOUQUETS 





Scripps-Howard 
Papers Carry 
Articles on A&H 


A series of three articles on individ- 
ual A&H insurance has been pub- 
lished in most of the Scripps-Howard 
newspapers, and the material has been 
inserted in the Congressional Record 
Appendix by Rep. Wolverton of New 
Jersey, whose committee is engaged in 
a study of A&H. Wolverton has charac- 
terized the articles as “very significant 
and highly important.” 

The Scripps-Howard writer, Albert 
M. Colegrove, does no favors to the 
A&H business. His articles are titled 
“The Gimmicks of Health Insurance,” 
“Hill (Congress) is Taking Look at 
Health Insurance,” and “Why Do They 
Hedge Showing a Policy?” In his first 
article, Mr. Colegrove discusses can- 





Donald F. Barnes, promotion and 
advertising director of the Institute 
of Life Insurance, told those attend- 
ing the New York State Assn. of Life 
Underwriters managers meeting at 
Saratoga Springs, N. Y., that Scripps- 
Howard had promised a three-article 
series presenting the favorable side 
of the A&H business, although, he 
said, it was not possible to head off 
or modify the original series. 





cellation after a claim, and in the sec- 
ond he discusses the difficulty he and 
a friend of his had in getting an agent 
to let them have a policy overnight 
for reading, and in the third there is 
a resume. 

Written mostly 
style, Mr. Colegrove’s 
lively reading. 

Articles on the A&H business are 
finding their way into newspapers and 
magazines in recent months with some 
frequency, and those stories getting 
into publications with large circula- 
tions, such as Readers Digest and the 
Scripps-Howard papers, have for the 
most part ranged from impliedly un- 
friendly to downright unfriendly. They 
undoubtedly have served to keep up 
the interest of Congress in continuing 
its numerous investigations of A&H. 

For example, it was thought for a 
time the Langer hearing was all 


in the narrative 
articles are 


Persistency to Get 
Close Attention at 


LIAMA A&H Meet 


A symposium on persistency will be 
a highlight of the A&H spring meeting 
of LIAMA, to be held at Chicago 
March 17-19. 

Participants will consider persisten- 
cy from the viewpoint of one major 
department in a company—Wilbur 
Hartshorn, Metropolitan, agency; Da- 
vid B. Alport, Business Men’s Assur- 
ance, underwriting; Roland S. Jack, 
Monarch Life of Massachusetts, claims, 
and T. H. Kirkpatrick, Paul Revere, 
actuarial. William H. Whorf, senior 
consultant of LIAMA, will tell of the 
association’s latest findings on per- 
sistency in A&H sales. 

H. Lewis Reitz, vice-president of 
Lincoln National and president of 
H&A Underwriters Conference, will 
open the Wednesday session with a 
talk on integrating A&H insurance into 
a life company’s operation, exclusive 
of sales. 

E. J. Faulkner, president of Wood- 
men Accident, chairman of the LIAMA 
A&H committee, will moderate a dis- 
cussion of unusual sales ideas in the 
uses of A&H. Rex H. Anderson, New 
York Life, will consider A&H and per- 
sonal insurance programming; Wesley 
J. A. Jones, Mutual Life, in pivoting 
from the life sales approach to an A&H 
presentation and from an A&H ap- 
proach to the life presentation; Spen- 
cer R. Keare, Federal Life, mortgage 
protection, and E. L. Nicholson, Con- 
necticut General, major medical ex- 
penses. 


Cheney Now a Director 


Thomas W. Cheney, Oklahoma man- 
ager for Modern Woodmen, with head- 
quarters at Kansas City, has been 
named to the society’s board. 

Mr. Cheney has been with Modern 
Woodmen since 1935 when he started 
in its agency department. He went to 
Oklahoma in 1946 after discharge from 
the army air corps. He is a former 
mayor of his home city and served two 
terms in the Kansas legislature. 








through, but apparently the congress- 
men had decided that there is enough 
general interest in A&H insurance to 
continue keeping it open as a subject 
for congressional investigation. 
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Sees 1954 as Good 
Year, FR Action |s 
Big Imponderable 


Gordon W. McKinley, Prudentia) 
economist, told the joint Committe. 
on the economic report in Washington, 
that he expected the general leve] of 
business activity to be well maintaine 
in 1954, with the gross national prog. 
uct for the full year being not less than 
3% below 1953. Private demand fy 
loanable funds should be only Slight. 
ly smaller than last year. State and Jp. 
cal demand will be greater, so the totg 
demand, apart from the demand of the 
federal government, should be yer 
close to last year’s figure. ; 

The federal government went to the 
market in 1953 for a net increase , 
$5 billion of new money; in 1954 4 
will probably require not more than 
$1 billion. Principally because of this 
reduced borrowing by the government 
the total demand for loanable funds jp 
1954 will be significantly smaller than 
in 1953. 

The non-banking supply of loanable 
funds in 1954 will probably be slightly 
smaller than in 1953. Savings through 
non-banking institutions will for the 
most part be equal to or higher. The 
net increase in earning assets of life 
companies, for example, will be about 
$5.5 billion as compared to $5.2 bil- 
lion last year. The net savings inflow 
of savings and loan associations jp 
1954 is estimated as equal to the $35 
billion in 1953. Offsetting this rise in 
savings offered through institutions 
will be a decline in the volume of 
funds offered directly by individual 
lenders including non-incorporated 
businesses. 


If Federal Reserve does not add fur 
ther to bank reserves, Mr. McKinley 
said the total supply of investabl 
funds including that from the commer, 
cial banks will just about balance the 
1954 demand at the current relatively 





low level of interest rates. 

Total new loan commitments of life 
insurers, he said, have been remark- 
ably stable for the past few years. The 
total is at present holding at about 
this same stable level, giving no clea 
indication of any substantial chan 
in the demand for funds nor in the 
flow of investable funds. Within the 
total, there is some indication of a de 
cline in new commitments for indus- 
trial loans, both industrial mortgage 
loans and loans made by purchasing 
securities. 

New residential mortgage loan com- 
mitments, on the other hand, appet 
very strong, due, undoubtedly, not onl 
to the maintenance of a high level ¢ 
activity in the housing market, but als 
to the continued effort by the life but 
iness to devote an increasing propor 
tion of its investable funds to thi 
important segment of the economy. Th 
most drastic change occurring at pre 
ent is the very sharp increase in com 
mitments for VA loans. The life insu- 
ance investment commitment pictur 
as a whole seems to indicate adequalé 
outlets for funds at present low intet 
est rates, with some tendency for # 
even greater proportion of funds 
flow into residential mortgages, Pé 
ticularly VA mortgages. 

His prediction he said was on the 
sumption that Federal Reserve will n0 
take further action to ease the market 
Federal Reserve banks should, % 
course, take their normal action % 

(CONTINUED ON PAGE 19) 
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EVENING ROUND TABLE A SUCCESS 





WY. . State Managers Get Authoritative 
Data on Current Trends in the Business 


By ROBERT B. MITCHELL 


SARATOGA SPRINGS, N. Y.—Top- 
ics such as these were informally and 
interestingly aired at the informal 
round table discussion of the New 
York State Assn. of Life Underwriters 
managers meeting here: 

—Why New York Life went into the 
group and A&H business and recently 
prought out a whole new series of 
much more competitive individual life 
policies than it previously had. 

—Why Mutual Life went into A&H 
and recently added new life policies to 
supplement the new line it brought out 
in 1951. 

—Why the current Esquire’s pro- 
term insurance article isn’t 10 times as 
rough on the business as it started out 
to be; and how the Scripps-Howard 
newspaper chain has agreed to run 
three articles to give the other side of 
its series berating the A&H business. 

—The value of research in stimulat- 
ing improvements even though the 
findings are about what everybody 
thought they would be. 

—What may be ahead in develop- 
ments in life insurance marketing as 
an improvement over group or indus- 
trial for the lower-middle income mar- 
ket. 


The informal discussion, held the 
evening of the first day, was an inno- 
vation about which Chairman Paul 
Conway (John Hancock, Syracuse) ad- 
mitted there had been quite a differ- 
ence of opinion. But the discussion 
proved so lively as to remove any 
doubts about the forum’s value. 


Moderator Ralph G. Engelsman, 
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Penn Mutual, New York City, called 
on Vice-president Dudley Dowell of 
New York Life to tell the background 
of New York Life’s expansion moves, 
latest of which was the introduction of 
a complete new series of individual 
life policies. Referring to it as “the new 
look” in New York Life, Mr. Engelsman 
said the company “had certainly made 
a contribution to the business this 
year.” 


Mr. Dowell explained that most of 
the changes grew out of the company’s 
entrance into group insurance a few 
years ago. Since it would be selling 
group A&H it was a natural thing to 
be selling individual A&H as well. He 
said it was all part of the philosophy 
of the company’s present management 
and that like a lot of things that the 
entire life insurance business is doing 
it stemmed from the reaction to the 
excessive soul-searching and _hair- 
shirt-wearing that followed the Tem- 
porary National Economic Committee’s 
investigation of life insurance in the 
late 1930s. 


For a time after that, Mr. Dowell 
recalled, the companies worried about 
bigness and other criticisms of one 
sort or another. They became obsessed 
with “quality” factors—persistency of 
business and of agents, part-time 
agents, Marginal agents, unfit agents. 
This went on until top officers of com- 
panies became concerned about up- 
grading activities so much that the 
companies were in danger of working 
themselves up out of their markets. 

About this time, said Mr. Dowell, 
the then insurance superintendent of 


| XUM | 





New York, Robert E. Dineen, now vice- 
president of Northwestern Mutual 
Life, returned from a study of insur- 
ance conditions abroad, where he had 
a good look at socialistic tendencies. 
He called in the presidents and agency 
vice-presidents of New York companies 
and told them that they had better get 
on their horses or they’d be finding the 
government in the life insurance bus- 
iness. 

In the light of all these conditions, 
and other factors in addition, it seemed 
wise to New York Life to get into the 
group business. In this it was strength- 
ened by statements made by Charles J. 
Zimmerman, now managing director 
of LIAMA, to the effect that companies 
were neglecting the great middle mar- 
ket—that the business was dragging its 
feet. 

New York Life was also influenced 
by the realization that as group insur- 
ance was growing the company’s agen- 
cy operations were being hampered be- 
cause so many young fellows just out 
of college were buying their first insur- 
ance, not from an agent of a strictly 
ordinary company, but through their 
employers either free or at a very fa- 
vorable rate. And when they got where 
they needed individual insurance the 
chances were very good that they 
would buy from the company that was 
covering them for group. 

Stanton G. Hale, vice-president and 
manager of agencies of Mutual Life, 
when asked about his company’s ex- 
pansion program, said that “competi- 
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HOW GROUP LIFE INSURANCE 
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tion is bringing all of us to our sharpest 
thinking.” Merchandising, he observed, 
is vital to life insurance and it must be 
made as attractive as possible. A lot 
more than price is involved, he empha- 
sized. 

Life insurance men whose blood boils 
at the Esquire article praising term in- 
surance and taking digs at the agents 
should have seen the article in its 
original form and they would be grati- 
fied at its present relative mildness, 
said Donald F. Barnes, promotion and 
advertising director of the Institute 
of Life Insurance, pinch-hitting for 
President Holgar J. Johnson. 

The fact that Esquire’s headquarters 
are in the same building with the insti- 
tute did not thereby mean that neigh- 
borly tolerance would extend to taking 
out all the distortions, though the 

(CONTINUED ON PAGE 18) 
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AGAIN IN ‘53, WE 
WENT up, Up, UP! 





Here it is in percentages—Commonwealth’s gains in 1953, 
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Congratulations to the fieldmen of Commonwealth for 
these impressive increases! 


INSURANCE IN FORCE, December 31, 1953—$712,813,006 
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Leslie Warns of 
Too Wide Extension 
of Group Definition 


The tremendous growth of voluntary 
private and non-profit health plans 
points up the necessity for taking fur- 
ther steps to provide complete hospi- 
talization and medical care on a pri- 
vate enterprise basis rather than any 
plan for socialized medicine, Commis- 
sioner Leslie of Pennsylvania told A&H 
Assn. of Philadelphia. 

New problems have been brought to 
this branch of the business on the su- 
pervisory level, for the majority of 
complaints received by insurance de- 
partments concern this type of insur- 
ance, he said, noting that, however, the 
trouble is not wholly with the compa- 
nies because often persons filing com- 
plaints knew about their ailments at 
the time they applied for policies. 

Also with such growth comes the 
problem of public relations: Mr. Leslie 
said he believed public relations is 90% 
good performance and 10% telling the 
world about it. 

It is significant, he believes, that 
among the 89,500,000 Americans who 
have health insurance, 80% obtain 
their policies through their place of 
work or some other group. 

Group insurance is curtailing the 
prospects for non-group coverage with 
the trend going toward wholesale sell- 
ing. It has become so frequent that the 
commissioner has found it necessary 
to insist upon more strict observance of 
the provisions of the state A&H stat- 
utes. 

Within the last month, he said, he 
has had to rule against the sale of 
group A&H to an association of non- 
professional business men because 
they had taken the stand that the word 
“association” in the statute could be 
removed from its context and stand 
alone. He believes that if this interpre- 
tation were allowed, then prospects for 
individual policies in the field would 
be curtailed. 

Possibilities for the group under- 
writer are great under the existing 
law. Commissions on group premiums 
are less than half the going rate on 
ordinary business and are a third or 
less of the regular commission scale. 
The difference, of course, allows lower 
premiums and is one of the savings of- 
fered to the prospect for group. 





Dow a Director of Equitable 


Charles W. Dow, senior vice-presi- 
dent of Equitable Society, has been 
elected a director of the company. He 
has been with the company since 1935 
and has been manager of industrial 
securities since 1943 and vice-president 
since 1951. Last year he became senior 
vice-president in charge of all invest- 
ment activities. 





LUTC Class on Field Man 


Henry E. McCurry, Jr., executive 
manager of McCurry Inspection Agen- 
cy, Michigan, addressed a LUTC class 
at Wayne university, Detroit, on “The 
Field Man and the Inspection Report”. 
His talk embraced the underwriting 
significance of health history, habits, 
moral tendencies and occupational ex- 
posures. 





Awards to Three Offices 


Connecticut General Life has se- 
lected to receive certificates of out- 
standing achievement during 1953 
company offices at Duluth, under the 
direction of Axel R. Holmgren; Hart- 


ford, Frank O. H. Williams, and the 
Madison avenue, New York office, Wil- 
liam C. Smerling. 
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ADDING TO STAFFS TO BE DIMINISHING TROUBLE IN ‘54 





Personnel Directors Eye Home Office 
Problems Needing Close Attention 


NEW YORK—Wwhile recruiting of 
home office personnel continues to be 
one of the foremost problems of life 
companies, a number of personnel di- 
rectors believe the situation is improv- 
ing. 

This view is reflected in comments 
from 15 home office personne! direc- 
tors quoted in the first issue of Life 
Office Personnel Quarterly, new pub- 
lication of Life Office Management 
Assn. These personnel directors are 
with companies in New England, cen- 
tral Atlantic, southern and midwest- 
ern states and Canada. Nine of the 
companies employ more than 1,000 
home office employes, four companies 
employ between 500 and 1,000 and two 
companies employ fewer than 500. 

The personnel directors ranked com- 
pensation and supervisory develop- 
ment along with recruiting as being 


among the foremost problems that life 
companies will face this year. They in- 
dicated that the next most important 
problem areas are better placement and 
transfer procedures, communication, 
reduction of turnover, making super- 
visors more methods-conscious and 
weeding out incompetent workers. Less 
frequently mentioned were wider use 
of handicapped and older workers, im- 
provement in work measurement and 
maintenance of standards, and employe 
education in the objectives and plans 
of the company. 

One personnel director said that “it 
is my impression that recruiting, im- 
portant though it is right now, will be- 
come less of a problem in 1954 than 
it has been for the past few years.” 
Two other personnel directors inti- 
mated that “conditions” in 1954 would 
permit companies to be more selective 


both in the hiring of new personnel 
and in the weeding out of less compe- 
tent people. 

However, almost half the companies 
reporting noted that recruiting would 
be a major problem this year. Solu- 
tions are not being sought through 
new or revolutionary techniques but 
instead through fuller use of methods 
and techniques already known. Three 
companies, all in big cities, said they 
planned to do more recruiting in near- 
by towns. According to one of the com- 
panies, girls employed from areas out- 
side of the city are usually more con- 
scientious workers than those coming 
from the city itself. 

One company is going to make a 
greater effort to employ male high 
school graduates for beginners’ jobs. 
As part of the program, recruiters 
will schedule more talks with young 
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In adopting the name of Abraham 
Lincoln, this company assumed the re- 
sponsibility of measuring up to that 
great name in character, integrity, and 
thoughtful, human service—in its rela- 
tions with its representatives as well as 
with the public. 

LNL is geared to help its field men. 


Lincoln National 
Life Insurance Company 
Fort Wayne, Indiana 








men in high school and discuss life 
insurance as a business career. Then 
an attempt will be made to accelerate 
the promotion schedule for these young 
men. The company also is planning ty 
have frequent interviews with these 
employes, discussing their relation. 
ship with the company as well as their 
future in the life insurance business, 

As a way of overcoming the always 
difficult problem of finding young peo. 
ple to fill the lowest-grade and unap. 
pealing jobs—those that are monot- 
onous, noisy, or otherwise undesirable 
—one company plans to fill these jobs 
with unskilled women in their late 
30’s and up to age 50. Women in this 
category seem willing to remain on 
these jobs longer than younger gir|s 
and also there is a wider selection 
among this group. 

An indirect approach to the recruit- 
ing problem is being made by one 
company during the periodic visits of 
its recruiters to high schools, business 
colleges and universities. The company 
representatives take along a number of 
educational films which describe ways 
and means of selecting and holding a 
job. In the discussions which follow 
the films, reference is made whenever 
possible to career opportunities in the 
life insurance business. 

One personnel director replies that 
the subject of recruiting has been so 
thoroughly discussed that “about ev- 
erything has been written on it that 
can be written.” He feels that one of 
the best means of meeting the over- 
all problem is through improving the 
productivity of the present employes. 
The company plans to do this by im- 
proved supervision, improved training 
programs, installation of work meas- 
urement programs and an incentive 
pay system. 


Five of the companies contributing 
to the LOMA survey found compensa- 
tion to be one of their major personnel 
problems for 1954. One personnel di- 
rector said that “the experiment of an- 
other life company in paying premium 
rates to high producers interests us 
very much and will come in for a fair 
amount of study and discussion among 
our executive group.” 

Another respondent commented: 
“The salary surveys which come to 
my attention impress me by the fact 
that the insurance industry pays lower 
salaries than manufacturing industries. 
We rationalize that we have greater 
benefits and more pleasant working 
conditions. Only a few life insurance 
companies have faced up to this fact 
and taken action necessary to placing 
themselves on a competitive basis with 
industry in the salaries they pay their 
clerical emplayes. The situation in oth- 
er life companies could be corrected 
by keeping top management informed 
about area salary relationships.” 

Another man said that his company’s 
most urgent personnel problem is to 
relate compensation of employes more 
directly and equitably to their contri-, 
bution to the company. ] 

“While our current salary policies 
include evaluated ranges and the 
movement of employes within 
ranges according to their performance, 
that is not enough,” he stated. “We” 
have found that salaries almost inevi- 
tably tend to be adjusted on the basis 
of length of service. Employes with 
long service will reach a high position 
in the range whether they are the top 
performers or just the satisfactory 
ones. The latter may reach the high 
point more slowly, but they will event- 
ually get there just the same.” 

Commenting on the salaries of jun- 
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December 31, 1953 


BRANCH OFFICES 


Texas 


ABILENE 
AMARILLO 
AUSTIN 
CORPUS CHRISTI 
DALLAS 
( Metropolitan ) 

(Wynnew 
EL PASO 
FORT WORTH 
HOUSTON 
LUBBOCK 
ODESSA 
SAN ANGELO 
SAN ANTONIO 
TYLER 
VALLEY 
WICHITA FALLS 


Oklahoma 


DUNCAN 
OKLAHOMA CITY 
TULSA 


Arizona 
TUCSON 


Louisiana 


BATON ROUGE 
SHREVEPORT 


Arkansas 
LITTLE ROCK 


Missouri 
POPLAR BLUFF 


Kansas 


TOPEKA 
WICHITA 


Nebraska 
LINCOLN 


Michigan 
BATTLE CREEK 


South Dakota 
BELLE FOURCHE 


Illinois 


AURORA 
CHAMPAIGN 
DECATUR 
PEORIA 
ROCKFORD 
STREATOR 
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REPUBLIC NATIOI 
INSURANCE CO 


LIFE © ACCIDENT © HEALTH © HOSPITALIZATION * GROUP ° FRANCHISE 
__ * Theo P. Beasley, President oes 





























ASSETS 
pA OL SRRRRROES S20 8s eae Se yee eee ee RAR aera. $10,745,660.04 
U.S. Government, State, 
County, Municipal, etc. 
Mortgage Loans: 
Government Insured..........-.-..------------------------------------nneenneeeneee-------- ~12,102,816.35 
Other City and Farm Loans...................-.----.--------------------0---------------= 25,521,547.35 
Savings and Loan Certificates..........---.-.-..-.--------.-------------------0-00--0s-eseeeeee 20,000.00 
Government Insured 
CT) Led ey ie Set ied i 1 co SE es 2,387,083.87 
tr Sesieat pOe GRAM 111 2.5 ae aN Se Ra Res Se SEs sn SE POD OD 1,041,761.16 
At Market Value 
FRc eee a a ee eee 1,806,377.41 
Carers ered es 902,720.63 
Loans to Policyowners 10,272,889.45 
Secured by policy reserves 
Premiums in Course of Collection..................---.-----------0---------<+-+-1-e00-e0eeoeoo= 1,483,841.59 
Other Aciiitteeh Assete sn ces 328,338.76 
Total Admitted Assets ........<.------------.----eceseeeceeneeceeeeeeenenees ..... $66,613,036.61 


LIABILITIES 


Reserve for Premiums and Interest 
Paid in Advance 
Reserve for Taxes 
Reserve for Policy Claims 
in Process of Payment 
Reserve for Miscellaneous Liabilities 














Policyowners’ Reserve Funds 





Reserve to mature outstanding 
licy contracts and for 
ividends and coupons 

Capital Stock ............ -.......- 
Special Surplus Funds .............. ie 
Unassigned Surplus .....................----- 
Surplus Protection to 

Policyowners in Addition to 

Required Legal Reserve 


seseseeee------------ $ 467,270.00 
311,182.78 
1,017,511.43 





Total Funds Held Exclusively for 
Protection of Policyowners 





Rennes Seah ieee a $ 6,648,160.02 


371,197.85 


686,650.84 
416,975.28 


.. $56,694,088.41 


1,795,964.21 
... _58,490,052.62 





Total to Balance Assets 


$66,613,036.61 


$7,687,281.12 Paid to Policyowners in 1953 


More Than $520,000,000 


of Life Insurance In Force 
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List Speakers for 
Management Meet of 
LIAMA at Chicago 


Benjamin N. Woodson, president of 
American General Life, will deliver 
the closing address at LIAMA’s agen- 
cy management conference at Chicago 
March 15-17. This is in the nature of a 
return engagement for Mr. Woodson, 
as he was a speaker at the group’s 
first meeting in 1939. 

Following the keynote speech Mon- 
day by Chairman F. L. Whitbeck, Un- 
ion Life of Little Rock, talks will be 
given by Frank L. Barnes, Ohio State 
Life, and Charles E. Gaines, Great Na- 
tional Life. Afternoon speakers are Dr. 
S. Rains Wallace, Jr.. LIAMA, and 
Harry S. McConachie, American Mu- 
tual of Iowa. 

On Tuesday there will be three 
workshop sessions, as well as talks 
by John D. Brundage, Bankers Na- 
tional; Ben F. Hadley, Columbus Mu- 
tual, and Roger Bourland, Liberty Life 
of South Carolina. 

Other speakers on the final day are 
William O. Johnson, North American 
Life, and Harold Thompson, Monarch 
Life of Canada. 


Boston Panel Delineates 
Agent-Lawyer Province 


More than 200 persons attended a 
Boston CLU chapter panel discussion 
defining the province of the lawyer 
and the agent in estate planning cases. 
John Barker, Jr., vice-president and 
general counsel of New England Mu- 
tual Life, was moderator. Members 


Figures from Life Companies’ Year-End Statements Shown 


Total 

Assets 
SS eee 671,608,879 
Wankers National, N. J. ....sccccese 46,210,173 


147,561,589 
120,571,370 


Berkshire Life 
Business Men’s Assur. 


California-Western States ........... 147,077,266 
ee Rin ris rere 128,240,441 
Commonwealth Life ..............6. 94,085,553 
Farmers & Bankers, Kan. .......... 36,058,336 
SE ED canes edess6 wie scsmaes 252,669,824 
IIE Wik 6:a'6:6- elie 06:6:5.4.0'5 9400-4184 480,638,664 


Home Life, N. Y. 285,233,216 


Home Security, N. C. .. 25,439,182 
Kansas Farm Life ... 2,420,965 
Kentucky Home Mut. . 14,978,446 
Liberty Nat. Life .... 62 


Lincoln Mutual Life . 
Manhattan Life 
Nashville L. & A. ... 





477, 915, 497 





Nat’l Farmers Union 2,775,990 
Nat’l Guardian Life 36,731,440 
8 Se a are 4,561,736 
le ee 19,628,556 
SE SS ere 30,233,362 
OY Oe eee 16,758,709 
y 2... Ot OSS 1,457,810,026 
Philadelphia-United Life ............ 4,481,085 
Praetorians ......... cidiecsseneees 19,643,730 
Presbyterian Ministers .............. 56,663,290 
Republic National ................6. 66,613,037 
ES ty Oe oo. sc0 ssc tease 11,839,410 
State Mateal Elle .nccccscccccceses 480,221,617 
RON I MINEO 6 6s 0 s.0:10 oi0'o 0:0:0:058' 2,923,650 
Wetnter TAG; TR. o.0scccevececvceces 814,504 


Increase Surplus to New Ins. in 
in Policy Bus. Force Dec. 
Assets holders - 31, 1953 
53,433,717 42,772,896 238,514,123! 1,934,796,658 
4,558,046 3,416,550 50,206,804 254,136,442 
7,494,755 6,836,561 47,304,710? 448,028,799 
10,604,836 16,976,812 186,197,785° 729,926,796 
9,863,390 16,644,122 174,783,321 920,800,360 
6,102,681 11,212,646 42,627,024 384,853,035 
9,456,772 9,186,221 170,953,547 712,813,006 
2,347,199 3,980,510 10,653,950 123,193,704 
29,827,074 21,000,000 365,707,354 1,530,525,803 
34,611,412 25,108,097 286,075,982* 1,987,329,771 
16,095,267 13,793,870 175,001,095 1,220,716,303 
2,544,321 3,369,544  49,964,5145 169,502,934 
657,130 277,890 6,763,299 39,135,150 
643,754 794,900 =11,617,220 63,817,035 
17,506,007 14,182,046 170,414,759 879,940,036 
236,769 1,647,074 5,661,654 25,755,065 
7,504,765 2,710,430 90,600,606 415,966,673 
46,394,588 55,405,387 864,947,304 3,625,274,796 
493,704 618,852 26,204,336 59,591,227 
2,763,804 2,731,297 19,077,421 154,724,925 
1,027,284 846,791 752,519 27,781,447 
1,094,433 1,338,311 13,762,337 78,898,364 
2,162,460 1,955,943  22,457,4897 163,817,082 
1,996,898 1,680,595 20,481,4308 105,736,212 
51,792,633 79,247,812 358,849,420° 3,392,604,489 
524,532 1,828,373 18,597,820 43,545,140 
1,106,746 1,494,659 7,734,346 69,944,493 
1,886,788 5,168,357 14,297,128 128,611,566 
6,493,458 1,795,964 147,654,377"¢ 521,020,893 
1,321,335 1,531,985 64,320,943 124,325,954 
32,004,437 28,117,103 194,769,765 1,668,977,979 
912,877 657,979 6,615,407 37,345,625 
122,777 117,717 3,600,36817 12,126,677 


New business figures include the following amounts of revivals and increases for 1953 and 1952, respectively: 


’, $7,095,499, $22,794,373; 4, 
®, $1,264,700, $1,247,110; io, $358,080, None; 
and reinsurance assumed, $79,524, *639. 


$41,237,499, $24,264,551; 


$4,748,363, $3,859,215; °, 


1 
$2,244,713, $2,753,608; 7, 
$1, 191, 785, $12547,456; 12, $18,983, none. *Not including annuities. ¢ Includes direet business of ‘$54: 3904 


Increase Prem. Benefits 
In. Ins. Income Paid Dishen | 
in Force* 1953 1953 1% 
133,319,807 81,636,694 43,404,057 Ga,naf 
30,079,261 7,278,603 2,946,713 5,9) 
25,258,655 13,972,369 8,611,125 ca 
100,613,123 33,715,158 16,336,099 274 
107,403,372 32,240,067 18,827,471 28,78: 
20,664,132 9,403,399 6,215,558 9,999, 
97,680,310 18,512,114 11,935 12,4643 
,198,625 3,336,693 1,406,570 2. 6594 
177,887,015 51,647,051 13,254,565 41 gge5, 
210,392,785 67 ‘229, 380 36,713,961 55,56 
116,589,564 $1,053,143 17,786,434 — 31,419 
12,322,362 5,953,376 1,419,516 6,373 
5,108,841 817,311 90,587 187 
7,702,737 1,581,776 930,874 essa 
57,401,784 35,805,628 7,854,352 37,347 
2,414,432 725,361 375,899 88; 
61,396,503 14,431,043 6,709,577 11, 
877,795,446 101,437,325 27,074,885 71,9931, 
13,538,383 1,610,550 821,988 1,76 
12,074,829 4,269,775 1,646,178 3,255) 
—916,225 1,406,981 427,976 Mt 
8,317,986 1,893,256 982,848 2,37 
15,180,253 3,666,357 1,515,089 3,133 
9,510,329 3,339,303 819,063 2,12 
177,947,838 95,886,239 76,395,200 130,668 
—649,070 1,521,248 156,575 1,310) 
1,872,322 1,835,584 935,477 1,789) 
11,039,878 3,800,176 3,473,031 6,748, 
82,174,235 12,898,334 8,032,117 — 12,79 
28,602,920 5,147,611 1,049,896 4.390% 
129,195,034 52,699,694 31,132,596 — 73,099) 
4,553,956 1,478,154 228,943 1,514 
1,694,110 211,348 36,064 121 
$54,031,894, $52,679,558; °, $553,837, gars 


None, $1,131,760; §, $834,494, $6614 











were A. James Casner, Harvard law 
school professor; Harry S. Redeker, 
counsel for Fidelity Mutual Life; 
Deane C. Davis, president of National 
Life of Vermont, and Charles D. Post, 
Boston attorney. 


Campbell-Demarest Publish 


Manhattan Life’s Campbell & Dem- 
arest agency at New York City is pub- 
lishing Campbell & Demarest News to 
acquaint its brokers with happenings 
in the agency and feature articles on 
the company’s policies. The agency 
has offices at 107 William street. 


Lutheran Brotherhood Fetes 
Top Agents at Minneapolis 


Lutheran Brotherhood had sales of 
more than $80 million in 1953, Presi- 
dent Carl F. Granrud announced at its 
president’s club luncheon at Minneap- 
olis. This is an increase of $18,300,000 
and brought insurance in force to 
$479,548,381. Assets increased from 
$73,919,742 to $83,329,974. Fourteen 
Lutheran Brotherhood representatives 
qualified for the president’s club by 
producing more than $500,000 in 1953. 
George Sowers, Allentown, Pa., was 
the top individual producer, and the 


John Lienemann agency at Beatrig 
Neb., led all agencies. 


New LIAMA Directors 


Benjamin L. Holland, president 
Phoenix Mutual, and Frederick 
Hubbelt, president of Equitable 
Iowa, have been elected directors 
LIAMA. Mr. Holland will su 
Claris Adams, president of Ohio Sta 
Life, when the latter takes the 
of executive vice-president of Am 
can Life Convention March 1. Mr. Hui 
bell will serve the unexpired term 
the late A. J. McAndless of Lined 
National. 
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INTER- OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 








WORD MEANING... 


COMPLETE 
PERSONAL 
PROTECTION 


For the solution to their insurance problems, your 
prospects need complete coverage. That's just 
what Inter-Ocean provides: insurance against 
Hospital, Medical and Surgical Expense; and— 
most important—income in the event of dis- 
ability, plus continuance of income after retire- 


ment or in the event of death. 


Ever since 1903, Inter-Ocean has offered com- 
plete personal protection based on modern ideas. 


EARN MORE IN ‘54 
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1953 
alee iy SARATOGA SPRINGS, N. Y.—“It 
16.713 “ty 4 would be a great mistake to think and 
11250 only in terms of the current talk 
Ton Hf iY about recession,” Byron K. Elliott, ex- 
5,558 9.99904 ecutive vice-president of John Han- 
ere 12.4643) cock, told the meeting of the New York 
rrr 41,8854] state Assn. of Life Underwriters man- 
6, oat » conference. 
9.516 wate ewe are today,” he said, “in one of 
ost, _8ulil ne great growth periods of our his- 
4,352 37,3itad tory. Historically, temporary recessions 
by 11 say have in fact been quite consistent with 
4885 T1 gga such a period. In retrospect, however, 
488 Lit they have neither warranted pessi- 
7.976 4 nism nor rewarded defeatism. Rather, 
rete 2,30al they have presented opportunities to 
9.063 18g rune costs and improve efficiency; to 
5,200 130,64] expand markets; in sum, to plan bold- 
cart th ly and to make profitable investments. 
3,031 6.7498 Given present facts of our national 
2.117 128 srowth, it should take but little imagi- 
2596 73.0948 nation to visualize boundless possibili- 
sous > ties in the future. Always the basic 
553,837, $3tyq long-term trend must be recognized 
334,494, $66lul as upward. 
ness of $54.30) “wwrithout losing track of the long- 
—————_] term upward movement, let us exam- 
* at Beatriq ine some of the circumstances which 
we may have to meet currently. The 
existence of pessimism itself, even 
tors though not well founded, is a fact to 
president | be taken into consideration. A recent 
Frederick ¥ speaker in New York said that it is 
Equitable | people who make recessions. In one 
1 directors | sense, we can say it is people who 
will succeed make everything. Nevertheless, busi- 





Of Ohio Stl ness sentiment is a fact which cannot 
kes the pq be ignored and which must be met like 


“wg ey any other circumstance. 


pired term SOS. iF 
sS of Line “All our experience in the past,” he 
said, “would indicate that we will have 
variations in the business picture from 
time to time. The sound approach is 
to assume that some change will event- 
ually appear and to include methods of 
meeting it in all our plans. Movements 
can be either up or down, and not 
all the up ones are all good, nor all 
the down ones all bad. The point is 
that our experience with them—as in- 
dividuals and as a business—is likely 
to be good or bad, depending upon 
whether we have recognized the neces- 
sity of plans ready for action before 
the changes develop. Fortunately, life 
insurance is adaptable to each differ- 
ent situation.” 

Mr. Elliott recommended four steps 
be taken by the agent in measuring 
the challenge of the times: A check on 
his awareness of change; an examina- 
tion of his methods to be sure they are 
flexible enough to meet opportunities; 
a reappraisal of his own techniques 
of selling; a reappraisal of each client’s 
need for life insurance. 

“To plan to meet changing condi- 
tions,” he said, “is simply to recognize 
that our community is one of constant, 
although irregular, change. The ques- 
tion of preparation becomes a moral 
one—the fulfillment of an obligation 
owed to one’s chosen field.” 

Stating that any approach of the life 
insurance industry toward meeting the 
challenge of the times must depend 
not only on a sound appraisal of the 
forces with which the business must 
contend but also on a sound and thor- 
ough appraisal of the dependence on 
life insurance by both policyholders 
and prospects, Mr. Elliott said: “It 
might well be that one of the biggest 
problems facing us will be that of per- 
Suading others to understand why in- 
dependent insurance improves, and de- 
pendence upon the community lessens, 
the real well-being of the American 


a 








7 Planning That Anticipates Change Will Carry 
ma salfysiness Over Coming Hurdles, Elliott Says 


people.” 

He drew attention to the drop in the 
ratio of disposable family income de- 
voted to life insurance from 7.3% in 
1932 to 3.6% in 1952, and pointed out 
that during a depression period more 
than twice as much of the net individ- 
ual income was spent for life insurance 


than during a period of prosperity 
when that income reached a record 
high. 

Stating that the reasons for this dis- 
parity are not clearly known—that 
they must be partly psychological, 
partly social, partly economic—Mr. E]l- 
liott observed: “It might be that in the 
depression period people were brought 
closer to an awareness of the kind of 
distress they could face without insur- 
ance; it could be that with fewer pros- 
pects to work on due to widespread 


unemployment, agents worked harder 
on each prospect. Whatever the under- 
lying reasons, it is just possible that 
the present smaller ratios do mark an 
opportunity for more intensive selling. 

“Nothing in the foreseeable future 
promises any substitute for life insur- 
ance, or the certainty of its method, in 
providing the individual and his fam- 
ily with a decent standard of security 
—security for which he need trade 
neither his dignity nor his independ- 
ence.” 

















SERVING 
A GREAT PEOPLE 
IN A GREAT SECTION 
OF OUR NATION 














SEE YOUR 
GREAT SOUTHERNER 
WHEN HE CALLS— 


he is one of the 

important men in your 
community —he brings you 
protection and peace of mind. 








4310 Dunlavy - 


In 45 YEARS- 


You in the Southwest today own $638,955,031 of 
protection and peace of mind brought to you by 
your Great Southerner whose company, since its 
organization in 1909, has — 


© acquired total assets of $145,165,548— 
the increase in 1953 was $8,968,783. 


® set up surplus and contingency reserves of $13,565,457 
the increase in 1953 was $1,679,159. 


STATEMENT OF CONDITION 


December 31, 1953 


ASSETS LIABILITIES AND SURPLUS 
United States Government Funds Held by the Company for the 
[one See es epee eee $ 19,153,446 Account of Policyowners and their 
Municipal and County Cot il aia $ 126,668,992 
GERAMNN oy os socs ccidsecasevacyeatisieess 443,939 
Public Utility Bonds .............. 6,304,543 Present policy obligations and funds 


TOTAL BOND HOLDINGS W000. 25,901,928 - A - 
interest earnings. These dollars, with 
Preferred and Common Stocks ....................0.. 9,825,379 future premium and interest, guarantee 
First Mortgage Loans on Farm | the payment of all claims as they be- 
pe = th ne 13,070,481 come due by death or maturity under 
irst Mortgage Loans an tot ; : ; 
Bonds on Urban Properties 75,394,226 the policies of life insurance in force 
at this time. 
TOTAL FIRST MORTGAGE 
REAL ESTATE LOANS .o.......occcccccccccssse 88,464,707 Funds Reserved for Accrued Expenses and 
Real Estate Owned ....cccccccssssesssesssessseensee 1,521,882 , — rt = he Sie ery ae spice 
Couns te: Bellaeensen-en-teale ecurity Valuation Reserve ..................000 2,227,275 
Belle RGSeG WO ois ss ccc cncccoscescacccncsesossassccsdesees 10,466,564 Funds Set Aside as Additional Protection 
Cosh Im Banks ooo... ccccccccccscsccsecesecncsreseavens 5,057,256 to Policyowners. (This includes the Com- 
Due and Deferred Premiums in pany’s capital stock of $5,000,000; un- 
‘ wrt " Collectian ........cecccccccceccsccccstcscass 3,305,312 assigned surplus of $5,000,000; and a 
ccrued Interest on . £ 
Investments, ef6. o.......cccccccccccsscsccescccececcesees 622,520 See peer et ee... it ct sonal 
WON AI os cisdev ccc eisai eee $ 145,165,548 TOTAL LIABILITIES ooo. $ 145,165,548 


GREAT SOUTHERN 
Lite Insurance €. Ompany 


Founded 1909 


This ad appeared in 103 newspapers with a total circulation of 2,955,038. 


® paid total benefits to living policy owners and 
beneficiaries of $130,049,380— 
the payments made in 1953 were $7,680,642. 


® active insurance in force of $638,955,031— 
the increase in 1953 was $46,874,569. 


accumulated from premium receipts and 


Houston 6, Texas 
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PFS or 
FSP? 


Alphabetical mumbo jumbo? No 

1 —not at all—just ask any Washing- 
' 1! ton National General Agent and he'll 
| be more than glad to set you straight 

. . . to show you the world of dif- 
ui] ference that exists between these 
i brand new selling plans he’s now us- 
iH ing . that enables him to pro- 
" vide his clients with the kind of un- 
'f usual service they have grown to ex- 
pect ... to keep ahead of the com- 
petitive field. | ort ; : 

Added to the now-famous “Secu- rs : i 
rity Series” and “Futurity Series’ are | 
two new sales tools introduced Feb. 
4, 1954 at the General Agents’ meet- 
ing in Denver, Colorado . . . Planned f * 
Financial Security and the Future |||’ 
Security Plan—PFS and FSP. 

If there isn’t a Washington Gen- |||, 
eral Agent in your afea, write to f 
Kenneth Mullins, Vice President, for |]|}) 
_ and complete details on PFS— ; 

P. 


ree 














Aggressive agency expansion pro- 
gfam now underway. 


























INSURANCE COMPANY 


EVANSTON, ILLINOIS 
LIFE °¢ ACCIDENT © HEALTH * GROUP 
HOSPITAL-SURGICAL © POLIO © FRANCHISE 





Mr. Brudi for eight years 
superintendent of agencies. 
member of the LIAMA committee on 








ii 
compensation of agents. 

Mr. Stephen went with the 
pany in 1941 and since 1951 has 
assistant secretary. He will retain tp, 


Advances Several : 
at Home Oftice dent. He also is 2 fellow of Sani 


Lincoln National Life has elected Actuaries. 
two new directors and announced the Since joining the company in 19, 
promotion of seven executives. Mr. Strubbe has concentrated on 

The new directors are A. J. Hetting- gerwriting work and in 1952, 
er, Jr., a general partner in the New [Ljncoln National entered the 
York investment banking firm of Laz- field, he was placed in charge of ve 
derwriting that business. Mr. B 
has been assistant controller g; 
1940. He started with the company ; 
1924. Mr. Price, who has been Super. 
visor in the treasurer’s department of 
the company’s Pittsburgh home office 
will now be in charge of the treagy. 
er’s department in Pittsburgh. y, 
joined Reliance Life in 1920 and & 
came a part of the Lincoln Nation 
staff when it purchased Reliance. 


Lincoln National 















Mr. Fettig began with the company 
in 1928, moving to Des Moines as cash. 
ier of Royal Union Life when th; 
company was purchased by Linco 
National in 1933. He returned to Fo 


Henry F. Rood 


ard Freras & Co., and Henry F. Rood. 
They fill positions left vacant by the 
death of A. J. McAndless and the re- 
oo of P. ~— iia Wayne later when the company inaug] 
r, Rood also was advanced to vice- yrated its night force in 1947 and wa 
ig -. a see hs charge of that operat 
: See : With the company since » Mr 
agencies, Walter W. Stephen to assist- Scholer will now be in charge of ai. 
ant vice-president, R. C. Strubbe to ministration of its home office agenej 
maga eso , at ve Br on nie department. Agency auditor since 195] 
. 4. Frice to assistant treasurers, and wr, Lee joined Lincoln National i 
Paul Fettig to assistant controller. In 4949 at Cleveland and later served af 
addition, the promotion of S. L. Scholer Wewark before going to the home of. 
to assistant secretary was approved by fice in 1945. 
the board and it was announced that Mr. Mossman had been a directs 
A gine ena’ guitar mew will BE or the company since it wes orn 
Mr. Rood joined Lincoln National in yd z yoo eee pa pr 
1931, advancing to 2nd vice-president board meetings 
and actuary. Following the purchase j 
of Reliance Life in 1951, he was named 
a director and vice-president of that Texas Insurer Makes Offer 


company in addition to his Lincoln Na- 2 = . 
tional position. He was responsible for International Fidelity 
DALLAS—Reinsurance Co. 0 


for much of the work of merging the I : : 
business of Reliance with that of Lin- America, with headquarters here, ha 
coln National. submitted a plan for acquistion of the 

Mr. Rood has been a member of the assets and business of Internationa 
joint ALC-LIA committee on premium volving an aggregate sum of $2,503,008 
taxation. A fellow of Society of Actu- i 
















group. at a meeting Bree . Accum t) 
i i i Joe E. Russell, president of Intern: 
ao. ing oe a tional Fidelity, dissolution of the com 
He is a Pany is a secondary proposal. 
International Fidelity specializes in 
military risks and at the end of 198i 
had about $57 million of insurance i 





Confederation Life reports... 


NOW OVER 
ONE AND A QUARTER 
BILLION DOLLARS 


life insurance in force ! 
In 1953, Confederation Life provided . . . 


SECURITY 


COMFORT —paid to Living Policyowners, in maturing policies, annuities, and 
hospitalization and sickness benefits, 


PROTECTION— in the form of New Life Insurance issued, 


—paid to Beneficiaries of Deceased Policyowners, 


—the largest volume ever written 
by the Association in one year. 


Total Life Insurance In Force............ $1,301,060,768. 


Total Assets $301,491,022 


iski anager a 
OFFICES IN: iii aad : ; : i Riskin, agency manag 
etroit ontiac Philadelphia Midland A legal reserve company incorporated in , ; . eee 
Lansing Grand Rapids Flint Columbus 1871 by Act of the Parliament of Canada. A sm gue vee Rg his 
Cleveland Elyria Canton HEAD OFFICE TORONTO, CANADA pitocora A a dinner later tht 


onfederation Li 


force. Also at the end of 1952, the 
company’s home office building at 
counted for about one-third of it 
total assets. 

Under the proposition, stockholder 
would have the opportunity to accep! 
$16 per share for their stock, exchange 
their stock for 1% shares of Reit- 
surance Co. for each share held, a 
cept a 5% debenture expected to ms 
ture in three years, or take part ca 
and part debenture. 

Troy V. Post heads Reinsurance Co. 
organized in 1950. He also is chairmal 
of American United Services of For 


$6,658,679. Worth, 





Agency Celebrates Standing 


San Francisco branch of Equitabl 
Society celebrated its position as set 
ond among the company’s agenclé 
with a one-day sales meeting. Total 
paid volume was $44,785,000. Among 
those present were Arthur P. Ca 
field vice-president; Gene Kindig, 
Francisco regional group manager; a 


$17,544,361. 
$148,885,905. 


ASSOCIATION 





same day. 
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during the preceding year, and a S 

nn General Makes further $8,500 is available, calculated HOW 1953 INSURANCE RESULTS 
@ ie q 

on total commission earnings of the New Bus. New Bus. 1943 Inc. 1952 Inc 
e preceding year. The plan is contri- : , 1953 1952 In Force In Force 
4 romotions butory Baltimore Life 42,086,256 39,517,257 18,511,751 9,938,211 
: Berkshire Life 47,304,710! 46,506,920: 25,258,655 25,433,715 
y " SS Commonwealth Life oo... 170,953,547 133,792,252 97,680,310 73,403,871 
Connecticut General Life has ap- M Mutual El Connecticut General .... 563,323,777 474,170,522 681,326,159 641,002,458 
ointed Aubrey L. Joyce vice-presi- ass. Mutua evates Home Life, N.Y... 175,001,095 159,989,270 116,589,564 109,928,678 
P : : Liberty National Life 2.0... 170,414,759 171,168,584 57,401,784 73,373,663 
dent, with special Carlson, Spencer, Pease Manhattan Life 90,600,606? 81,134,586? 61,396,503 57,143,529 


duties in adminis- 
tration. For four 
years he has had 
the title of actu- 


ary. 
George W. 
Young, second 


vice-president, re- 
insurance depart- 
ment, the past 
year, was appoint- 
ed 2nd vice-presi- 
dent and actuary. 
Richard T. Sexton, 
who had been 2nd vice-president, life 
underwriting department, succeeds Mr. 
Young. 

Godfrey M. Day, formerly secretary, 
becomes 2nd vice-president claim de- 
partment, and Steven D. Williams, Jr., 
formerly secretary, 2nd vice-president, 
group insurance. 

John A. Bevan was promoted to as- 
sociate actuary and Charles A. Ormsby 
to associate actuary, reinsurance. 
Charles E. Probst was made associate 
actuary, group department. 

John L. Garman was appointed sec- 
retary, group, and Robert L. Mayer, 
secretary, group sales. Both have been 
assistant secretaries. 

Richard S. Crampton was appointed 
assistant secretary, claim department; 
J. Noyes Crary, assistant secretary, ac- 
cident department; Robert N. Roach, 
assistant secretary, group sales, and 
James H. Torrey, assistant secretary, 
securities department. 





Aubrey L. Joyce 





Knudson, McKinney Raised 


by National Bankers Life 


James S. Knudson and Roy McKin- 
ney have been appointed assistant vice- 
presidents of National Bankers Life. 

Mr. Knudson, in charge of the pol- 
icy issue, policyholders service, cashier 
and underwriting departments, has had 
20 years experience in the business, 
three years with National Bankers. Mr. 
McKinney, also three years with the 
company, has been in the business nine 
years. He directs the premium account- 
ing, claim, record and mail, and IBM 
departments. 





J. R. Gersonde Misquoted 


THE NATIONAL UNDERWRITER last 
week misquoted James R. Gersonde, 
executive director of Chicago hospital 
council, in reporting that in a talk be- 
fore Chicago Claim Assn. that Mr. Ger- 
sonde said hospitals are “neither non- 
profit institutions nor do they have a 
backlog to sustain themselves while 
waiting for payments”. Actually, Mr. 
Gersonde said they are “neither profit 
institutions nor do they have a back- 
log to sustain themselves while wait- 
ing for payments”. 





Mutual Benefit Ky. Clinic 

Mutual Benefit Life held a three-day 
Property planning clinic in Lexington, 
Ky., conducted by George B. Gordon, 
director of advanced underwriting 
Services, and James C. Wriggins, as- 
Sistant counsel 





Great-West Changes Agents’ Group 

Benefits under the Great-West Life 
sroup plan for full-time agents have 
been revised and now provide for a 
basic amount of protection and addi- 
tional insurance calculated on commis- 
Sion income and volume of paid busi- 
ness up to a maximum of $20,000. The 
$3,000. Up to $8,500 can be added 
basic amount of coverage will be 
based on volume and paid business 


Massachusetts Mutual has appointed 
Ernest A. Carlson associate underwrit- 








ing secretary and Charles H. Spencer, 
Jr., and Robert W. Pease assistant sec- 
retaries. 

Mr. Carlson joined the underwriting 
department in 1928 and has been as- 


in 1923 and has 


sistant underwriting secretary since 
1951. Mr. Spencer joined the company 


policy department since 


Pease, who joined the company in 
1930, has been assistant manager of 
the pension trust department since 
1951. 


been manager of the 
1951. Mr. 





Record Set for New Life Insurance Sales 


* 18% above 1952. 
* 50% above 1951. 


Insurance in Force 
* Total insurance in force: $296,339,521. 


* 1953 increase larger than in any previous year. 


Large Average Policy Size 


* The appeal of Continental American contracts to 
substantial buyers of life insurance is indicated by 
the continued increase in size of new policies and 
size of policies in force. 

* Average new policy $9,308. 

* Average policy in force $6,170. 

* 93% of all new insurance issued in policies of 
$5,000 or more. 





Financial Strength 


Assets of $80,552,976 exceed liabilities, except 
capital funds, by 8.79%—an extra margin of safety 
which ranks Continental American very high among 
the strongest of the leading life insurance companies. 


Expansion 


During 1953, Continental American’s sales and serv- 
ice facilities were further expanded. The Company 
enlarged its territory to include the State of Florida, 
and six new agencies were established at key points 
in our territory. 


Our Greatest Year 


The year 1953—truly an outstanding year in Con- 
tinental American’s history—was marked by the 
achievements of our Field Organization. The record 
volume of new insurance and the quality of the 
service they rendered to our policyowners is a tribute 
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B - ASSETS 
onds: 
U. S. Government . . $19,081,673.83 23.7% 
Canadian Government and 
Provincial. . .... 397,814.69 5 
State, County and 
Municipal. ..... 284,494.66 3 
Utilitg =). 2. es 12,373,517.71 15.4 
Railroad. . ...... 303,434.94 4 
Industrial. ...... 838,636.66 1.0 
Total Bonds. ...... $33,279,572.49 41.3% 
Preferred and 
Guaranteed Stocks . . . —‘1,373,010.00 1.7 
Common Stocks .... . 161,032.00 3 
First Mortgage Loans. . . 38,379,061.71 47.6 
Home Office Property. . . 644,864.27 8 
Liens Secured by 
Policy Reserves. . . . . 5,131,005.44 6.4 
Cash in Banks and in Office —_1,584,430.29 2.0 
WOmARS 2 iS, $80,552,976.20 100.0% 





46th ANNUAL STATEMENT 
December 31, 1953 


to all of them. 


LIABILITIES 
Insurance and Annuity Reserves. . $70,141,919.00 
The amount which with interest and 
future premiums will pay all future 
benefits as they mature. 
Claim Reserve. Bee EO ee 458,083.87 
For claims not yet completed or 
reported. 
Prepaid Premiums and Interest . . 1,781,180.00 
Policy Dividends Payable in 1954 . 1,013,402.71 
Accrued Taxes Payable in 1954 . . 264,700.00 
Contingency Reserves 
Required by Law ....... 163,367.00 
All Other Liabilities . . . . . .. 218,741.21 


Tora LIABILITIES, 


Except Capirat . . . $74,041,393.79 








Capital Stock $ 637,530.00 
Voluntary Contin- 
gency Reserves. . 1,025,000.00 
Surplus... ... 4,849,052.41 —_ 6,511,582.41 
RORAB ss ice eo nselac a, 2 $80,552,976.20 


e. 
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SIXTY-SEVENTH 


ANNUAL REPORT 


December 31, 1953 


Bankers Life of Nebraska 


HOME OFFICE @ LINCOLN 








Assets Liabilities 
Bonds (Amortized Value)... +000 $48,191,959.80  Policyholders Reserves ..... $70,289,904.79 
US. Government . .$ 7,029,111.00 Policy Reserves ........ $61,976,520.56 
State & Municipol.. 2,444,716.89 Supplementary Contracts.. 4,028,895.00 
US. Railroads .... 5,388,065.41 Prepaid Premiums ...... 1,817,667.00 
Public Utilities .... 13,317,282.45 Dividends Left ot Interest. 2,466,822.23 
Conodion ....... 1,841,478.83 a ae mee 
industri! ....,.. 18,171,305.22 P Paid in and 
Accounts Accrued ....+.+e+ * 79,241.11 
Stocks 
(Preferred $2,109,300.20 ia Dividends to Policyholders Pay- 
Common 1,821,579.19)..... 3,930,879. able in Following Year and 
Mortgages Reserve for Deferred Dividends. 676,222.84 


(Form . .$1,451,677.54 
City ... 7,847,598.21 


Reserve For Taxes Payable in 


FHA. . 7,843,700.00 : nr 
G.I. ... 2,250,806.17) .ss0s 19,393,781.92 | Year Following ........-.-- 302,620.44 

Real Estate Reserve for Retirement Plans.... 865,700.89 
(Home Office ...$ 112,768.83 


Sold Under Contract 6,334.69 
Investment .... 


1,349,879.25) . 1,468,982.77 


Claims Reported, 
No Proofs Inc.. .$79,282.35 
Reserve for Not Reported....- 219,423.10 





Loans on Policies’.....-+++++ 4,081,229.51 

‘ Reserve for Miscellaneous ’ 
Se AMES. -~-9+ NAGS O10 | sonal MessUals ....0 00005 « 194,157.38 
Accrued Interest & Rent....... 829,326.04 Security Valuation Reserve...... 755,920.57 


Due From Reinsurance Companies 


Deferred & 
Uncoliected Premiums .. 


Misc. Assets (Less Not Admitted) 312,978.22 


Total .ccccccccccees 





$80,576,442.45 


641.38 Reserve for Contingencies and 


Fluctuation of Investment Values 1,000,000.00 


1,221,594.26 


Additional Funds for Protection 
of Policyholders seeeeeeee- 6,193,251.33 
—_—_—_s 


$80,576,442.45 





Total sevisasdeves-- 


Bankers Life 


‘2522220 Of Nebraska 








ANICO representatives are 
Anico’s best advertisements 


T. W. CATHEY, Staff Supervisor, — Paris, Texas 


Starting as an agent with ANICO in January 1939, T. W. Cathey 
was soemanae to staff supervisor poo the Paris agency July 1, o 


and has consistently set pe oy 
He is a charter member of The a arent 
one of ANICO’S leading + 


ance are ay of oF says Mr. 
equipped to 


records in an insurance 

lub and ~' ee 

A ean ti ~ a in insur- 
ined and 


rie you are trai 


% oa 
the job. ANICO’S training program and sales aids 


enables one to make the most of an insurance career.’ 


* A weshing contract that permits outstanding earnings. 

* Policies that stand out in value against any competition. 

* A management philosophy that is based on the axiom that 
1a company succeeds only when its agency force succeeds. 

* The most modern and effective selling aid program that 


can be devised. 


Over23 1 
of lifei a 


in force 


PAL@1@) 0) f 


For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 


Jamdance Company 


JR. PRESIDENT GALVESTON. TEXAS 





N. Y. Fraternal Congress 
Elects Wilmeth President 


Clyde F. Wilmeth, Junior Order of 
United American Mechanics, was elec- 
ted president of New York Fraternal 
Congress at its annual meeting at New 
York City. He succeeds Mrs. Veda Har- 
ris, Woodmen Circle. 

Other officers are Judy I. Hubbe; 
Modern Woodmen, Ist vice-president; 
Frank B. Mallett, Protected Home Cir- 
cle, 2nd vice-president, and Samuel A. 
Gilbert, Independent Order of Forest- 
ers, secretary-treasurer. 





Gibson Named Prudential 


Associate Agency Chief 


Prudential has appointed John D. 
Gibson associate director of agencies in 
its mid-America 
home office at Chi- 
cago, now under 
construction. Mr. 
Gibson, who since 
1951 has been 
manager at East 
St. Louis, will as- 
sist William In- 
gram, director of 
agencies. 

Mr. Gibson has 
been with Pruden- 
tial since 1936, 
starting as an 
agent at Detroit, 
subsequently _be- 
ing appointed head 
of East St. Louis operations. 


John D. Gibson 





NFC Is Presenting Eight 


Bloodmobiles to Red Cross 


Plans have been completed by Na- 
tional Fraternal Congress to present 
eight bloodmobiles and panel trucks 
to the American Red Cross. Presenta- 
tions already have been made at Peo- 
ria, Ill., and Philadelphia. The project 
is an activity of the NFC public rela- 
tions committee, of which Mrs. Frances 
L. Torkelson, Royal Neighbors, is 
chairman. Mrs. Torkelson presided at 
the Peoria presentation, and L. J. Bay- 
ley, Unity Life & Accident, at Philadel- 
phia. 

Locations of future presentations, 
and the NFC representatives, are: Bir- 
mingham, Farrar Newberry, Woodmen 
of the World, Omaha; Detroit, Miss 
Agnes Koob, Women’s Benefit Assn.; 
Madison, Wis., LeRoy Stohlman, Aid 
Association for Lutherans; Cleveland, 
Thomas R. Heaney, Catholic Order of 
Foresters; Atlanta, Mrs. Clara B. Cas- 
sidy, Woodmen Circle; Los Angeles, 
Louis E. Probst, Independent Order of 
Foresters. 

In 1952 NFC gave three bloodmo- 
biles to the Red Cross at ceremonies in 
Baltimore, Schenectady, N. Y., and 
Fort Wayne, Ind. 





Keenan, Meeker Advanced 


Prudential has advanced John J. 
Keenan and William Q. Meeker from 
agency assistants to assistant mana- 
gers at the company’s Eubank-Hen- 
derson agency in New York City. 

Mr. Keenan joined the company in 





1941 and, after army service, returned QKLAHOMA 
vd the — a jog 
een a e agency since 1951. r. 
Meeker joined the agency in 1948. W. J a B ARR 
Consulting Actu 
Pilot Life Promotes Hider HOME STATE BUILDING 
George M. Hider has been promoted OKLAHOMA CITY, OKLA. 


to assistant manager of field opera- 
tions in the group division of Pilot 
Life. He joined the company in 1952 
as group representative for several 
southern states and transferred to field 
operations in the home office in 1953. 





Goad Manager at Roanoke 
Southern Life has named C. W. Goad 

manager of its new district office at 

Peoples Federal Building, Roanoke, Va. 
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COATES. HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 


San Franeisco Denver Los Angeles 





GA. VA. 5 N.Y. 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 
Atlanta « Richmend «¢ New York 


ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 
ICAGO 6 


Telephone FRanklin 2-2633 





























Harry S. Tressel & Associates 
Certified Public Accountants 
10S. La S fie St Chines 3, Mi 
a, go 3, i 
Telephone Fi FRanklin 2-4020 


tae a 

a, im. H. Gill 

M. A. Mescovitch, “ASA. can rr 
Robert” ine 


CHASE CONOVER & CO. 


Consulting Actuaries 
and Certified Public Accountants 
M. F. BRENNAN, M.C.A. 
A. S. BOYD, JR. — KENNETH CAMDEN, C.P.A. 
Telephone FRanklin 2-3863 
(ed $. la Sate St. 














Chicago 3, WW, 


INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
NEW YORK 





























Consulting Actuaries 
Auditors and Accountants 


Wolfe, Cercoran & Linder 
116 John Street, New York, N. ¥ 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 





ASSOCIATE 
E. P. Higgins 
THE BOURSE PHILADELPHIA 
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Parkinson Resigns 
Equitable Post 


Thomas I. Parkinson, chairman of 
Equitable Society, has resigned that 
t. The action came at a policyhold- 
ers’ meeting after a long fight with 
Superintendent Bohlinger of the New 
York insurance department. Mr. Bohl- 
inger had insisted upon his resignation 
after disclosures of certain actions by 
Mr. Parkinson as the result of a con- 
yention examination. 

Ray D. Murphy, president of the 
company, is now chief executive of- 
ficer. Mr. Parkinson has been the chief 
executive officer for 25 years. 





Gogreve N. Y. Life Manager 
at Baton Rouge Office 


Charles A. Gogreve, Jr., has been ap- 

= pointed manager of 
New York Life’s 
new branch office 
at Baton Rouge. 
He joined the com- 
pany as agent in 
1945, was later 
named assistant 
manager of the 
New Orleans 
branch, assistant 
manager of a sales 
office in Lafayette 
and associate man- 
ager in New Or- 
leans. 





Charles A. Gogreve, Jr. 





Orr, DeVol Head Phila. 
Agency of Nat'l Life, Vt. 


National Life of Vermont has named 
General Agent Clifford H. Orr and As- 
sociate General Agent Eugene C. De- 
Vol to operate its agency at Philadel- 
phia. The organization will be known 
as the Orr & DeVol agency. 

Mr. Orr has headed the agency 
since 1937. He is a past president of 
NALU, American Society of CLU and 
Life Underwriters Training Council. 
He is chairman of the 1954 heart fund 
campaign for the Philadelphia area 
and southeast Pennsylvania. 

Mr. DeVol entered insurance in 1934 
and has been associate general agent 
at Philadelphia since 1944. He is a past 
president of Philadelphia CLU chapter 
and a former director and regional 
vice-president of American Society. 





Hanson to Montgomery 


Charles W. Hanson was named gen- 
eral agent of Pilot Life at Montgom- 
ery, Ala. He has been in the business 
since 1934 and formerly was in the 
home office of Alliance Life of Illinois 
and with Prudential. 


Plan 3 College DISC’s 


Three Disability Insurance Sales 
Courses will be conducted at three uni- 
versities in March and April. The 
course will be held at Michigan State, 
March 15-17; University of Washing- 
ton, March 22-25, and University of 
Tampa, April 7-9. 

The first DISC run for a company 
was held in Watertown, S. D., for Mid- 
land National. As a result of the suc- 
cess of the experiment, enrolling 52 
agents, other company courses con- 
ducted by International Assn. of A&H 
Underwriters are planned. 








Extends Iowa Agency Network 


DES MOINES, IA.—The Fred Van 
Rheenen & Associates agency of Pru- 
dential has established four divisions 
in Iowa. Lester J. Brooks, recently pro- 
moted to associate manager, will head 
the Mason City office. Formerly at 
Des Moines, he has been in charge of 
the Sioux City office for seven years. 





Orville A. Lounsberry will be division 
manager at Sioux City. 

Albert B. Knapp of Ames will head 
the southwestern area and Hugh O. 
Roberts, formerly assistant manager 
at Des Moines, will be in charge of 
the southeastern area. Both Messrs 
Roberts and Knapp will have offices 
in Des Moines. 


Philadelphia Life Has $1 Dividend 

Philadelphia Life has declared a div- 
idend of $1 per share payable March 
1 to stockholders of record on Feb. 15, 
compared with 50 cents paid last 
March 1. 





Elect Brett Chairman 
of Boston Mutual 


Alden C. Brett, treasurer of Hood 
Rubber Co. and president and director 
of Arrow Mutual Liability, has been 
elected chairman of Boston Mutual life. 





Urges A&H Service Concept 


A&H insurers must develop more of 
the service concept that motivates the 
life insurance business if they are to 
gain the good graces of the public, 
William Highfield, Insurance R. & R., 


told a meeting of Indiana Assn. of A&H 
Underwriters at Indianapolis. 

Urging companies to clarify con- 
tracts and remove restrictions, Mr. 
Highfield said that people do not see 
them as shields against the dishonest 
policyholder, but as a sword of ag- 
gression against the insured. 

Lack of training and education, ac- 
cording to the speaker, is one of the 
reasons the A&H business is not doing 
as good a public relations job as it 
should. Nor are agents blameless, he 
said, adding they often seek to place 
policies easiest to sell rather than the 
proper protection. 
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AN ADVERTISING AGENCY'S 
POSITION ON CIRCULATION 


Some time ago, one of the important advertising agencies sent 
a letter to the leading trade paper publishers. The purpose was to 
let them know the attitude of the advertising agency regarding cir- 
culation statements. The references to the A.B.C. (Audit Bureau 
of Circulations) are of special interest. We quote: 


"1, We are not interested in unaudited circulation. We avoid it 
whenever possible. Nor are we interested in circulation that is 
artificially stimulated. 


**2. We prefer what might be termed ‘natural circulation—’ 
paid for by the reader at the regular price, without any discount; 
free from reader premiums of any kind; and, if possible, free 
of premiums or extras to circulation personnel. 


**3, We want—and we buy—A.B.C. audited circulations. Our 
selection records are largely built on data taken from A.B.C. 
figures. We never buy on mere opinion. 


**4. We are not interested in 1940 circulation—or in any other 
period except the very latest. We buy what you are now—and 
what you have now—not what you were or did have. 


5. Quantity of circulation is acceptable only after its quality 
has been defined.” 


As long ago as 1919, The National Underwriter became the 
first insurance paper to join the Audit Bureau of Circulations. It 
has, of course, been a member continuously ever since. 
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Gamblers’ Take Tops Premiums 2to | 


In preparing a script for -a recent 
documentary broadcast, Columbia 
Broadcasting System researchers came 
across the sobering and shameful fact 
that Americans pay to professional 
gamblers more than twice as much as 
the entire national outlay for life in- 
surance premiums. This is a statistic 
that could well be thrown at anyone 
who speaks critically of the huge (and 
properly so) aggregations of life insur- 
ance assets and the constant expansion 
of the insurance business. It could be 
used to straighten out the perspective 
of those who talk about being life in- 
surace poor. Nobody seems to worry 
about being horse-parlor poor or slot- 
machine poor. It also seems to be an 
answer to those who call life insur- 
ance a gamble. If it really were a 
gamble, it would obviously be taking 
in a great deal more money that it does 
now. 

The perverted sense of values that 
is manifest in paying twice as much to 


gamblers as to life companies differs 
only in degree from the many other 
types of spending that are permitted to 
take precedence over protecting one’s 
family and providing for one’s old age. 
How many Americans drive more ex- 
pensive cars and live in more expen- 
sive houses than they need to, while 
smugly satisfied with a life insurance 
program that would do little more than 
keep their families out of the poor 
house? 

This behavior years ago was termed 
the “theory of conspicuous waste” by 
the philosopher Thorstein Veblen. Un- 
fortunately, when one of these con- 
spicuous wasters dies inadequately in- 
sured the resulting waste—of educa- 
tional opportunities for his children, 
for example—is not particularly con- 
spicuous, except, of course, to the late 
lamented as he looks down—or more 
likely up—at the struggling family 
that he left so miserably underinsured. 


Competitive Pressures Are Heightened 


Of the 15 largest life companies in 
the United States ranked by insurance 
in force, 13 have within the last sev- 
eral months made major changes in 
either all of their rates or all of their 
dividends or both. In addition, many of 
them have brought out new policies. 
These changes are of more than pass- 
ing significance. They indicate clearly 
that in 1954, and perhaps for several 
succeeding years, life insurance is go- 
ing to be sold much more competitively 
than it has been for the past decade. 

The largest life insurance companies 
in the country do not make sweeping 
changes in their dividends, rates and 
policies impulsively or on the spur of 
the moment. Instead, such changes 
come only after considerable study and 
research. Those who are closely famil- 
iar with the operations of the big east- 
ern companies know that they have 
been strengthening their reserves dur- 
ing the recent boom years. They have 
had a favorable mortality experience. 
Interest earnings have improved suf- 
ficiently to be of noticeable benefit. 
All of the important factors have been 
so favorable that they are now able 
to offer the public more for less money 
and in bringing out their new policy 
contracts, liberalizing their dividends 
and revising their rates downward, 
that is exactly what they are doing. 

Of necessity it must follow that the 
smaller companies will have to put 
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themselves in a position to meet this 
new and formidable competitive situ- 
ation. Even companies that were not 
contemplating decreasing the net costs 
of their policy contracts will be almost 
obliged to do so. 

There is no indication as yet that 
the larger companies intend to press 
their present competitive advantage. 
They are not putting undue emphasis 
upon their lower rates, their larger 
dividends or their liberalized policy 
provisions. They have provided their 
own sales organizations with these ad- 
vantages but without accompanying 
fanfare. But whether or not they ac- 
centuate their new setups, the impact 
of what they have done is certain to 
be felt. In the normal course of com- 
petitive selling they are going to be 
in an advantageous position unless and 
until life companies generally make 
the alterations and changes that have 
already been accomplished by the 13 
companies. 

So far there is every indication that 
this will be done in an orderly way, al- 
most as a matter of course. As yet 
there has not been found any excite- 
ment or disturbance over the action 
taken by the large companies. It is 
recognized by most of the aggressive 
companies of smaller size that they 
must “go and do likewise’. In fact, 
action on their part would appear to 
be almost inevitable. 
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At this time it seems safe to predict 
that there will be more rate and divi- 
dend changes and perhaps even more 
changes in policy provisions in 1954 
than there have been for many years 
in the past. This should produce an 
interesting competitive situation but 
not necessarily one that need be dis- 
turbing. Life companies as a group 
have been moving away steadily from 
highly competitive sales methods, from 





“illustrations”, from invidious com 
parisons, from every form of bitte 
and destructive competition. Even wit} 
the sweeping and drastic changes thy 
the big life companies have oa 
there are few who would be willing 
to prophesy that the “dog-eat-dog’ 
form of intensive competition on a cog 
basis that was commonplace in the 
early days of life insurance will re. 
appear. 











PERSONAL SIDE OF THE BUSINESS — 








Appointments of Everett L. Cham- 
bers, J. D. Anderson and Darrell G. 
Hinkle to respec- 
tive positions of 
vice-president and 
secretary, agency 
vice-president and 
agency superin- 
tendent by Guar- 
antee Mutual 
Life were reported 
last week. Mr. 
Chambers, former- 
ly secretary, has 
been with the com- 
pany 33 years. He 
continues as a 
member of the board. Mr. Anderson 
has been agency vice-president and a 
member of the board of Mid-Conti- 





Everett L. Chambers 


Darrell G. Hinkle 


J. D. Anderson 


nent Life. Mr. Hinkle, who has been 
assistant superintendent of agencies, 
joined the company in 1948 as director 
of sales promotion, was advanced to 
field supervisor in 1952 and assistant 
superintendent of agencies in 1953. 


Harper Bass, general agent for Mass- 
achusetts Mutual Life at San Antonio, 
Tex., is recuperating at his home after 
a stay in the hospital. 


President Asa V. Call of Pacific 
Mutual Life has been named by Mayor 
Poulson to a committee of business and 
civic leaders created to study the Los 
Angeles transportation problem. 


Chester O. Fischer, vice-president of 
Massachusetts Mutual, has been elec- 
ted a director of Future Springfield, 
Inc., and Raymond M. Colton, 2nd 
vice-president and financial secretary, 
has been named a director of Spring- 
field Chamber of Commerce. 

Future Springfield is a privately fi- 
nanced, non-partisan bureau of re- 
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search in municipal government ani 
city planning whose purpose is to un. 
dertake research and recommend in. 
provements in civic and local govern. 
mental matters affecting the Spring. 
field area. It was founded in 1945 ang 
Massachusetts Mutual was one of its 
original members. 


The new title of Joe B. Long of State 
Mutual Life is director of agencies, It 
was _ mistakenly 
reported in last 
week’s issue that 
Mr. Long had been 
advanced to su- 
perintendent of 
agencies. Mr, 
Long, a_ graduate 
of University of 
Tennessee, had 
held the latter post 
for State Mutual 
for some time. He 
is a former city 
editor of the 
Knoxville Sentinel and has had many 
years’ experience as a general agent 
and home office executive. 





Joe B. Long 


Paul H. Brown, Texas fire insurance 
commissioner, remains in a coma in 
the McCloskey general hospital, Tem- 
ple, Tex., one year after he suffered a 
second stroke in his Austin office. The 
first stroke, several months earlier, left 
one of his arms virtually paralyzed, 
but he had resumed his official duties. 
Reports from the hospital have shown 
his condition unchanged from week to 
week. 








TV Hearing Postponed 


WASHINGTON—After three weeks 
of hearings, the proceeding before FCC 
examiner Litvin involving application 
of Travelers for a TV station license in 
Hartford was suspended until March 2. 
Presentation of the Travelers’ case will 
then be resumed, to be followed by 
presentation of opposition case of 
Hartford Telecasting, which has charg- 
ed Travelers with occupying a mono- 
poly position in the Hartford area. 


Asks A & H Probe in Pa. 


James F. Malone, former Pennsyl- 
vania insurance commissioner and now 
district attorney in Allegheny county, 
has called for a full-scale probe of 
A&H insurance in the state. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, 
Djrector; George C. Roeding, 
ager; George E. Wohlgemuth, News BEditor; 
Arthur W. Riggs, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred EB. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg. 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y¥.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA NEBR.—610 Keeline Bidg., ~ 
Atlantic ste. Clarence W. Hammel, Residet! 


Manager. 
HIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Fennypacker 56-3706. B. H 


Fredrikson, nee Manag 
ITTS G A503. ‘Columbia Bldg. 


P P. 

Tel. Court 1-2494. Bernerd J. Gold, Resident 
Manager. 

S. CISCO 4 p, OE —-s9t new a 
Tel. Exbrook 2-3054. F. 


Coast Manager. 
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DEATHS 


FRANKLIN S. TOWNSEND, 53, Chi- 
cago manager of Connecticut General 
Life, died in sub- 
urban Lake Forest 
hospital. Starting 
with the company 
in 1939 as associ- 
ate general agent 
at Hartford, after 
previous insurance 
experience, Mr. 
Townsend was ad- 
vanced to manager 
there in 1946. Two 
years later he 
went to Chicago as 
manager. At Hart- 
ford he had served as president of both 
the general agents and managers and 
supervisors associations, and in Chica- 
go he was a director of the underwrit- 
ers association and the life insurance 
and trust council. 


M. A. KERN, 66, president of All 
American Casualty of Chicago, died 
at Miami Beach 
where he had gone 
for a_ vacation. 
Starting in the 
business as a life 
agent in South Da- 
kota, Mr. Kern re- 
turned to Illinois 
in 1923 and along 
with his brother, 
L. D. Kern, now 
vice-president of 
All American, or- 
ganized Mutual 
Casualty of Chica- 
go. The company later became known 
as Alliance Life and in 1949 was sold 
to Republic National Life. All Amer- 
ican was organized in 1950 and special- 
izes in disability income insurance. 


G. CLARENCE GREEN, former 
Prudential manager at Jamestown, 
N. Y., died at his home there. He 
was district manager at Binghamton, 
N. Y., before going to Jamestown in 
1937. 


CLEM J. HEILMANN, General 
American Life, Johnstown, Pa., in the 
business in that city for almost 55 
years, died at the age of 68. He was the 
first president of Johnstown Assn. of 
Life Underwriters. 


CHARLES J. SIMS, 70, vice-presi- 
dent and treasurer of State National 
Life of St. Louis, died of a heart ail- 
ment at Missouri Baptist hospital 
there. He had helped organize the 
company in 1929 along with his broth- 
er-in-law, C. J. Shea, the president. 


CHARLES T. YATES 66, manager 
of the weekly premium underwriting 
department of Life & Casualty, died 
after a long sickness. He died on the 
35th anniversary of joining the com- 
pany as an agent. He was a member 
of the executive committee of Institute 
of Home Office Underwriters and 
chairman of the industrial case clinic. 








Franklin S. Townsend 





M. A. Kern 





Jefferson National Life 
Has Agency Conclave 


Jefferson National Life held its an- 
nual agency meeting at Indianapolis 
with more than 60 field men attending. 
President E. Kirk McKinney set the 
meeting’s theme, “Beat Every Score in 
54.” He praised the agents for a 1953 
production increase of 32.7%, terming 
it double that experienced by the aver- 
age company. 

'R. E. Main, agency director, said 

that a production goal of $30 million 
has been set for ’54. This would mean 
an increase of 30% over 1953. Mr. Main 
said during the first six weeks of the 
year production was ahead of the cor- 
responding 1952 figure by 63.8%, and 
as of Feb. 16 the company surpassed its 
entire 1952 Feburary production. This 
made February the 14th consecutive 
month during which production was 
ahead of that for the corresponding 
month the preceding year. 





United Benefit Appoints 


C. A. Hennings in Michigan 


Cc. A. Hennings, Chicago, has been 
named district group manager for 
Michigan and the Toledo area for 
United Benefit Life with headquarters 
in Detroit. Mr. Hennings has been as- 
sistant manager at Chicago for the 
past year. 





National Bankers Manager 


B. T. Gargus has been appointed 
manager of the special life division of 
National Bankers Life, the department 
which develops general agents hand- 
ling the company’s special life con- 
tracts. 

Before joining National Bankers Mr. 
Gargus was general agent and sales 
manager for two other Dallas compa- 
nies. 





Detroit Directory Is Out 

The Detroit Insurance Telephone 
Director, with names, addresses and 
telephone numbers of persons and 
companies active in Detroit insur- 
ance, is now off the press. Copies 
may be obtained for $1 each from 
the National Underwriter Co., 420 
E. 4th street, Cincinnati 2, O. 





Hear Boyle at Seattle 

William Boyle, claims manager of 
Pacific Mutual Life at Seattle, ad- 
dressed the February meeting of 
Washington Assn. of A. & H. Under- 
writers. 





K.C. Congress Card Ready 

The speakers card has been arranged 
for the sales congress to be sponsored 
by Kansas City Assn. of Life Under- 








His brother, Robert J. Yates, is mana- 
ger of Life & Casualty in Rome, Ga. 


RALPH B. COIT, 76, retired vice- 
president of Jefferson Standard Life, 
died in Grensboro, N. C. Death was at- 
tributed to a heart seizure. He retired 
in 1948 after 36 years with the com- 
pany which he joined in 1912 as an ac- 
tuary. He was elected vice-president 
in 1943. 








PILOT LIFE 
executives whose 
promotions were 
recently announc- 
ed: from left, Ru- 
fus White, vice- 
President in 
charge of group 
sales; and R. W. 
Donaldson, man- 
ager of agencies. 


| XUM | 





writers March 20. 

Newell Day, general agent Equitable 
of Iowa at Davenport, will talk on 
“What’s Really Important’; Lester 
Becker, general agent Lincoln National 
at St. Louis, on “Organized for Suc- 
cess”; Joseph Maryman, Aetna Life, 
Little Rock, on “Sales Ideas”, and Ed- 
win L. Arthur, general agent Kansas 
City Life at Tampa, Fla., on “This 
Business of Life Insurance’”’. 


Kill D. C. Tax Hike 


The proposal to increase the premi- 
um tax on insurers operating in Dis- 
trict of Columbia by 25% has been re- 
jected by the Senate-House D. of C. 
sub-committee. The District of Colum- 
bia board of commissioners had recom- 
mended that the premium tax be in- 
creased from 2 to 2%%. 





FREE 
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—-A LIFE 


Now agents can make a good living right from 
the start. The Maccabees FREE direct mail 
prospecting programs open the door right 
where the insurance need exists. Agents are 
practically invited in to make a sale. 


The entire direct mail program is free to 
our agents, in unlimited quantity, 
including all mailing costs! 


The Maccabees direct mail letters have 
been especially designed to fit mass appeal, 
high commission, “packaged” insurance 
plans aimed at specific markets. It has 
played an important part in the building of 
many of our new agencies. 


Our field expansion program has opened 
many excellent opportunities for rapid 
advancement. Write to Robert 0. Shepler, 
Field Director, for complete information. 


AL? > a On OFS 5B De Da.) 


INSURANCE SOCIETY 


DETROIT 2 MICHIGAN 








dental death - - - A COMPLETE package of protection. 


(non-assessable) 


E A. McCORD 
President 





Just What the Client Ordered! 


How many times has a prospective client said to you... 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements ?” 


NOW Illinois Mutual Casualty Company 
has a completely different 
ALL-IN-ONE POLICY 
Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house confinement © Hospitalization 
© Surgical benefits © Blanket medical expense (accident) © Travel accidents © Acci- 


Add this most salable policy to your sales portfolio. Territories open in: 
Itlinois, Indiana, Ohio, Michigan, Minnesota, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. §) JUL 


Cc. C. INMAN 
Exectuive Vice-President 
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Sovereign States Plans 
to Start by March 15 


NASHVILLE—Sovereign States Ins. 
Co. is being organized here and is ex- 
pected to begin operations by March 
15. The company will take over hos- 


pitalization and surgical coverage for- 
merly offered by Hospital Services of 
Chattanooga, and W. K. Howie, pres- 
ident of the latter company, will be- 
come president of Sovereign States. 
Mr. Howie reports that 50% of the 
$100,000 capital stock has been sub- 
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Frank L. Barnes Ist V.P. and Director of Agencies 


Take the Future 
in your stride! 


Substantial 1st year commissions, fully 

vested life renewals, lifetime income, 
plus continuous commis- 
sions on Accident and 
Health, give those in 
Oslico a bright future. 


E LIFE 


Write 
for 
OSLICO 
agency 
opportunities 
in the 
states 
of 
Maryland 
and 
Virginia 





Are You 
Ready? 


We Need 
GENERAL 
AGENTS in 
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WILLIAM E. NETTLE, president 
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HOME 
OFFICE 
Building 
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Harwood at 
Bryan Sts. 
e 





Dallas, 
Texas 





,agency director 





W.A. (BILL) LEWIS 





scribed, and he expects the company 
to qualify to write life insurance. 

Emmett Proctor has been elected 
vice-president and general counsel; L. 
W. Rhodes vice-president and agency 
director; Dr. Z. C. Gammell medical 
director, and Elizabeth Howie secre- 
tary and treasurer. Dr. T. R. Ray, J. L. 
Britton and D. E. Hedges have been 
elected directors. 


N. Y. Life Managers Elect 
J. F. McGrath President 


Life Managers Assn. of Greater New 
York has elected James F. McGrath, 
Jr., U. S. Life, president; George P. 
Shoemaker, Provident Mutual, vice- 
president, and Wheeler H. King, New 
England Mutual, secretary. 

Directors elected are Irving S. Bo- 
ber, M. L. Camps, Harry Krueger, 
Richard E. Myer, Thomas L. O’Hara, 
Louis W. Sechtman, Raymond Thorne 
and S. Samuel Wolfson. 

Directors, because they are chair- 
men of standing committees, are Ar- 
thur L. Sullivan, planning; Gerald H. 
Young, business practice; Benjamin 
D. Salinger, law and legislation, and 
Arnold Siegal, membership. 








Penn Mutual Fetes 


Its First Year Stars 


Fifteen first-year agents of Penn 
Mutual, who had qualified for the 
president’s club for new organization 
with combined 1953 sales of $5,369,547 
were honored during a three-day visit 
to the home office. William F. Lee, 
general agent at Philadelphia, and 
Henry H. Kingston of Rochester, N. Y., 
two of the company’s leading produc- 
ers, talked on the opportunities in the 
life insurance business. 


Mass. Mutual Ads Win 


For the second consecutive year 
Massachusetts Mutual has received a 
merit award in a competition spon- 
sored by Advertising Club of Spring- 
field, Mass. A display of small-space 
ads won top honors in the classifica- 
tion for newspaper advertisements. 

The ads feature Norman Rockwell 
sketches and brief copy for newspa- 
per use. These Rockwell sketches are 
also used in the company’s consumer 
magazine advertising. As a result of 
the favorable response to the newspa- 
per ads in the Springfield area, the 
company’s advertising department has 
made mats available to general agents 
and agents who wish to advertise in 
their local papers. 








Disability, Ind., Has Big Gain 


Disability Income, the Indianapolis 
insurer whose stockholders are promi- 
nent Indiana life agents, had an in- 
crease of about 75% in 1953 premium 
income over 1952. The company writes 
non-can, guaranteed renewal and med- 
ically selected disability covers. Oren 
Pritchard, manager of Union Central 
at Indianapolis, is chairman. 





Win Agency-Building Awards 
General agents winning Fidelity Mu- 
tual’s 1953 agency-building award are 
J. T. Flanagan, Jr., Philadelphia; 
George A. Hatzes, Washington, D. C.; 
E. H. Meyers, Jr., Detroit; Charles E. 
Butler, Chicago; B. Carl Wharton, 
Harrisburg; George N. Charuhas, Mi- 
ami; Albert L. Neveux, Jr., Richmond, 
and Lawrence J. Tierney, Reading. 





e The Earl C. Jordan agency of Massa- 
chusetts Mutual Life at Chicago in 
January had its best production month 
ever, the paid-for volume amounting 
to $2,064,749. The previous high of 
$2,014,152 was set in December, 1926. 





e January production of $1,240,000 by 
Shield Life of Texas agents in honor 
of the birthday of President Clyde P. 
Weed represented the best month ever. 








— 


Belknap Talk Brings Out 
Biggest L. A. Manager Crowd 


The largest attendance of any regu- 
lar meeting of Los Angeles Life Man- 
agers Assn. turned out to hear a talk 
by Raymond H. Belknap, vice-presj- 
dent of Continental Assurance and 
president of United States Life. 

Mr. Belknap opined the life insur- 
ance business is undergoing a decided 
change that will require all who are 
engaged in it to reevaluate their actiy- 
ities. The differences between compan- 
ies is lessening, he said, citing as an 
example the fact that mechanization of 
many operations necessarily brings 
about similarities. He referred partic. 
ularly to centralization of certain 
types of operations, mentioning that 
his company in 1955 plans to do the 
general agency accounting. 

The years following the last war 
brought marked changes in the dis- 
ability and group fields, as well as at- 
titudes towards mass selling and brok- 
erage, Mr. Belknap said. He predicted 
further big changes in the matter of 
training allowances, saying that seven 
New York companies already have 
adopted a liberalized formula. 





e H. Smith Hagan, vice-president in 
charge of production, and C. H. Menge, 

vice-president and actuary, have been 

— directors of Midland National 
ife. 


INSURANCE 
COMPANIES 


Bought and Sold 


Contact us regarding either the sale or 
purchase for CASH of the capital stock or 
management contracts of insurance com- 
panies. All la confidential. 


BRINS¢ IR 
tf ssociates 
BRokers of iNSurance ORganizations 


Ross J. Ream MM. Walker 


1102 Waldheim Building 
Kansas City 6, Missouri 


Telephone Victor 4466 








MANAGEMENT 
CONSULTANTS, 











O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 


P. ©. Box 101 Qveeas Village, N. Y. 
Phone — Hollis 4-6942 











- Service Guide 

















Valuable Paper Wallets 


One or a Thousand 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Dellas, Texos 








World's Only Recorder cf its Kind 
WALKIE-RECORDALL 


8-LB SELF POWERED BATTERY RECORDER 


‘ords noiselessly in or out of 
briefcase, containing hidden mike robbs 





Gictation, 2-way phone. Pe 
able, indexed recording at only 3c per Mv. 


MILES REPRODUCER CO., INC. 











, MY. 
812 Broadway, N.Y. 3. MUL 
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Mich. Bill Seeks Written 
Exams for Life Agents, 
Changes in Group Rules 


LANSING, MICH.—The first con- 
certed effort to require written ex- 
aminations in the licensing of life and 
A&H agents in Michigan has been 
launched with the filing of a bill elimi- 
nating their exemption from the li- 
censing law for property agents. 

The measure, endorsed by the Michi- 
gan department, Michigan Life Under- 
writers Assn., and Life Insurance As- 
sociation of America, was introduced 
by Sen. Leo Roy (R.) Hancock, chair- 
man of the senate insurance commit- 
tee and himself an agent for North- 
western National Life. 

The bill contains other proposed 
amendments to the insurance code 
which have the backing of the same 
groups. One would permit dating back 
life policies for a period up to six 
months under the same more or less 
standard provisions effective now in 
other states. 

Another is substitution of the so- 
called NAIC model group life provi- 
sions, tailored to fit Michigan statutes, 
for the present group section of the 
code. The group creditor section car- 
ries Michigan’s $10,000 figure rather 
than the $5,000 figure of the model bill. 
The Michigan discretionary group sec- 
tion, said to be unique in the nation, 
also is retained. Under this provision 
associations having an employer-em- 
ploye relationship may be accepted for 
group contracts on a_ discretionary 
basis. The amount of coverage under 
such group contracts is fixed on a 
$20,000-$40,000 limit basis for individ- 
uals, the latter figure being the top 
coverage available. 





New Bankers L&C Agency 


Bankers Life & Casualty has opened 
an agency at Seattle with Harland J. 
Moore as district manager. He has 
been supervisor in the St. Louis agen- 
cy and is an air force veteran. 


TDB Up One-Sixth in N. J. 


New Jersey temporary disability in- 
surance payments, state and private 
plans, rose to an estimated $35 million 
in 1953, or $5 million higher than 1952. 
About a third of covered employers 
provide private plan disability insur- 
ance for two-thirds of all workers in 
jobs. Two-thirds of employers use the 
state plan system which accounts for 
about one-third of covered jobs. 








Milwaukee Wins Phoenix Cup 

For the second time in six years, 
Phoenix Mutual’s Milwaukee agency 
has won the directors’ cup. Manager 
Harold F. Bowes reported a 23% in- 
crease in paid business for 1953. The 
cup is awarded to the agency which 
shows the best attainment in agency 
objectives and excels in the factors of 
successful management. 





Shenandoah Bill Advances 

RICHMOND—The house passed and 
sent to the senate the bill that would 
allow Shenandaah Life to go into 
court and acquire the outstanding 7% 
of its original stock, the bulk of which 
is owned by Cash Shoaf of Roanoke. 
Fair cash value of the shares would 
be determined by the court. 





In Waco Post for Texas Life 

Ed Starr, who has been general 
agent in Waco for American United 
Life, has been appointed assistant man- 
ager of the central Texas agency 
there for the Texas Life. He began his 
insurance career in 1949 as an agent 
for Prudential. 





Confer on Minn. Group Plan 

ST. PAUL—Henry Reichgott, vice- 
president of Equitable Society, met 
with members of Minnesota Benefit 
Assn. to offer the company’s assistance 


in solving the problem posed by the 


aging of policyholders covered by the 
association’s group contract with Equi- 
table. The group is made up of state 
employes. 

Because of narrowing membership, 
the Minnesota secretary of state some 
time ago caused an investigation to be 
made of the association’s financial sta- 
tus after complaints that premium pay- 
ments were not enough to cover losses. 


Has Second Best Month 


Connecticut Mutual had the second 
largest month in its history in January, 
with sales of $30,723,244, following a 
record 20% increase during 1953. 


Union Mutual's Portland 
Agency Wins Highest Honor 


Union Mutual’s Portland agency, of 
which Fred T. Jordan is manager, won 
the president’s scroll, the highest rec- 
ognition of agency achievement, for 
1953. The agency has received the 
scroll twice since the award was es- 
tablished in 1950. 





Jackson on Mail Committee 

Commissioner Charles S. Jackson of 
Maryland is one of those who was ap- 
pointed to the NAIC special committee 


on mail order insurance. His name was 
not included in the original listing. 
This is the group that was formed in 
connection with the U. S. Senate judic- 
iary committee investigating this sub- 
ject, and of which Allyn of Connecti- 
cut is chairman. 





Boston Mutual Volume Leader 

Mutual Life’s Boston, New York 
(Myer) and Charlotte, N. C. agencies 
ranked in that order in January vol- 
ume. The ranking in policies sold was 
Boston, San Diego and New York 
(Myer). 





THe FIGURES below illustrate the benefits for policyholders and beneficiaries 
which the Connecticut Mutual is currently paying or is obligated to pay 
in the future. But before the money can be paid out it must first be 























New Insurance, 
Insurance in force, 
Reserve for 1954 dividends 
Total Income $159,939,531 
Total Assets $1,012,849,558 
Surplus $52,769,462 


$2,655,263,707 
$17,400,000 


$327 943,466 ........ccccccccscceeseeeeeee Up $ 54,958,053 
.. Up $207,559,566 
.. Up $ 
... Up $ 12,214,288 


... Up $ 58,050,633 






1,400,000 


Up $ 3,979,237 





Interest paid on Dividend Accumulations 





Net interest rate earned after Federal a Tax was 





3.58% 


on Income Settlements 314% 


108th Annual Statement 


accumulated. December 31, 1953 
At the year-end, the company’s assets amounted to $1,012,849,558, ASSETS 
having passed the billion-dollar mark during the year. These funds are a Ratktek art. Lee L $ 430,896,338 
measure of the results which Connecticut Mutual policyholders have SOC) OE ies pe Rie 99,473,054 
attained by systematic saving over the years to help provide for the future Mortgages... 385,830,601 
financial security of themselves and their families Real Estate 
p Home Office ............. $ 2,537,554 
Investment Properties .. 23,861,199 
1000 26,398,753 
Poli I chin cctdicdaltecicucccene 35,616,704 
Death Benefits | ................0.0.000000022.. _$ 16,667,645 an ie + sone Vee wt 12,094,404 
Matured Endowments ..................00.....00cccccecceeeeeceeeeeees 7,250,299 Interest Due and Accrued .. 9,392,330 
Annuity and Income Settlement Payments ................ 23,174,918 ay, = ragpet ot and in 
SUT CHG CT a6) | CR 8,365,718 peg lit ection and 13.147,374 
Disability Benefits .20..0.0.000.0.0.0000.00ccccccccccccseseeveveveseveee eee USCCB TN SB 
Policyholders’ Dividends ..............0............0005560cscccess 17,400,000 Total Assets ........ $1,012,849,558 
Other Payments to Policyholders .................0.00........ 8,315,838 
ee $ 82,207,859 mambo tat 
Added to Reserves and Other Funds Held for iaeoeee-200 Anamny 711.708.918 
Benefit of Policyholders and Beneficiaries ..............$ 47,777,206 icy Proceeds. D ividends. __ — 
y TT, Policy Proceeds, Dividends, 
. and Other Funds Left with 
Insurance in force representing future benefits Company at Interest ............ 166,718,080 
to be paid to policyholders and beneficiaries ................ $2,655,263,707 Amount Reserved for 1954 
Annuities in force involving annual payments of 15,991,201 Dividends to Policyholders 17,400,000 
3 Reserve for Taxes Payable in 
Funds left with the company, at interest, by ee, 3,709,200 
policyholders and beneficiaries .... $ 166,718,080 Reserve for Options in Policies 
Not Yet Matured .................. 15,413,000 
Security Valuation Reserve ...... 14,478,916 
Miscellaneous Liabilities ........ 11,491,654 
a * @ 
A Good Company in Which a), 
PI y S i Total Liabilities ... $ 940,919,768 
to Place Your urplus, Investment Contingency ‘ 
H CSEFVE ..........00.... ..... $19,160,328 
— Sir Plus VE Unassigned Surplus ... 52,769,462 
Highlights of Our 108th Year 
1953 over 1952 Surplus to Policyholders ..... 71,929,790 


Total............ 1,012,849,558 


NOTE: Securities carried at $250,000 in the 


above statement are deposited with 
various public officials for purposes 
required by law. 





The Connecticut N\utual 
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FIVE k 


STAR «+ 


PLANS 


FIVE CUSTOM MADE PLANS 
that are 
GOOD FOR YOU— 
BETTER FOR YOUR CLIENTS 





PLICO PREFERRED 

PLICO PROTECTOR 

GUARANTEED RETIREMENT INCOME 
GUARANTEED ESTATE BUILDER 
THE ACCUMULATOR 


+ + + 








THE FIVE STARS THAT ARE 
TODAY’S PREFERRED BUYS AND 
TODAY'S FINEST SALES AIDS 


Write today for details. 


* | PHILADELPHIA LIFE 


* INSURANCE COMPANY 
111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


Joseph E. Boettner, C.L.U. 
Agency Vice-President 


William Elliott 
President 

























DON'T WORK HARDER—WORK SMARTER 


The Bankers Mutual Simplified Selling System will bring 
you greater sales results with the same amount of time 
and effort you are now expending. Don't take our word for 


it, investigate this yourself. 


RIDING ON A.LR.* .. 


ness you produce than you will believe possible until you 


. will pay you more for the busi- 


give us an opportunity to show you what you can do under 





our agency agreement. 






* Automatic Increasing Remunerator Contract 


PLUS... 





PERSISTENCY BONUS, LIFETIME RENEWALS, FREE VACATION, INCENTIVE CON- 


TESTS, and PRODUCTION CLUBS. 


A.I.R. is available in Illinois, Michigan and Missouri. Write today in confidence for full 
details to Herbert Jensen, Agency Vice President. 
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An Old Line Mutual Legal Reserve Life Insurance Company 











Personnel Directors Eye 
Home Office Problems 


(CONTINUED FROM PAGE 4) 

ior officers and supervisors, one per- 
sonnel director said that these people 
as a group are underpaid in the life 
insurance industry, yet companies are 
dependent on them for the efficient 
functioning of office administration. 
Unless their positions can be made 
more attractive from the standpoint of 
salary, college graduates who are con- 
sidering their business careers will 
look elsewhere, he warned. 

One company is particularly con- 
scious of maintaining an equitable sal- 
ary relationship between recently- 
hired and long-service employes. To 
meet this situation the company is go- 
ing to be more selective in making 
financial rewards on the basis of merit 
—ability, performance, attitude etc. 

Taking an over-all look at the com- 
pensation problem, one personnel di- 
rector observed that life companies 
particularly must be conscious of costs 
since their ability to control the rate 
of gross income is severely limited. 
This makes budgeting of salary ex- 
penses important. Yet salaries can be 
budgeted only if the company devises 
a system that will allow operating 
managers to divide up fairly and ef- 
fectively the money available for sal- 
ary increases. This means functional 
cost analysis, work measurement, more 
objective performance evaluation and 
guides for salary controls. 


Five companies in the LOMA survey 
stated that supervisory training is one 
of their three most important person- 
nel projects for 1954. For example, 
one company which grew very rap- 
idly under a strong, one-man leader- 
ship gave no attention to supervisory 
training or executive development un- 
til a few years ago, when the present 
management group replaced the for- 
mer one-man rule. In studying the 
problem, the new management deter- 
mined that the “supervisors” from 
senior officers all the way down to 
unit heads, needed development in hu- 
man relations, the techniques of su- 
pervision, (including organization 
problems, work simplification, etc.), 
and basic economics. 

This company has begun its human 
relations training by employing a pro- 
fessor of psychology from a nearby 
college. He is now conducting a 30- 
hour course in human relations for 
about 120 supervisors and potential 
supervisors. They meet three hours a 
week in groups of 25. After this hu- 
man relations training has been com- 
pleted for this group there then will be 
a program of training in supervision 
techniques and basic economics which 
should get under way in the fall. 


Another company planned a series 
of conferences running for 20 weeks. 
Dealing with managerial problems, 
they were designed for all officers and 
other titled staff members responsible 
for doing supervisory work. The com- 
pany planned to use a consulting firm 
to help with the program, which the 
company expects to help greatly in 
improving the handling of people and 
hence the effective use of people in 
the company. 

Still another approach to the prob- 
lem is that of the company which is 
conscious of the need for giving broad- 
er experience to senior members of the 
staff as part of their development in 
order to overcome the natural tenden- 
cy of a person becoming more and 
more of a specialist on a certain job 





the longer he remains with it. The 
company also is aware of its responsi- 
bility to see that members of the staff 
are not left in one job so long that 
opportunity for eventual promotion is 
prevented. It is working on a more 
positive approach and the company’s 
attitude to this subject so that in ad- 
dition to furthering day-to-day devel- 
opment by coaching, it will meet with 
less opposition when promotions and 
transfers are made. 

The personnel executive of one of 
the smaller companies emphasized that 
there is a real need for better depart- 


HONORED 


Abram L. Geller, Houston, Texas — 
Life Member, Million Dollar Round 
Table, and 3 times Pacific Mutual 
National Production Champion and 
Big Tree Club President, says — 


“In the Pacific Mutual tradition, 
personal achievement is greatly 
Pl eS 
Big Tree Club Presidency in 1933, 
| was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
‘First’ in 1953, my 25th Pacific 
Mutual year.” 


“LIFE. “INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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mental and section supervisors. This is 
, difficult problem in smaller com- 
anies because supervisory employes 
are responsible for handling a consid- 
erable amount of the work personally 
in addition to their supervisory respon- 
sibilities. This often results in the neg- 
lect or lack of appreciation for the im- 
portance of the supervisory function. 
Throughout 1954 the company will try 
to impress upon these employes the 
importance of their supervisory re- 
sponsibilities. 

One of the companies in the survey 
ound that because of tremendous in- 
rreases in its staff in the last two years 
it will be necessary to sub-divide many 
bf its sections into smaller units and 
to train additional supervisors for 
hese new units, because if this sub- 
Hividing is not done there is likely to 
be a decline in the supervisor’s effec- 
tiveness as the span of his control in- 
creases. 

Only three companies mention that 
placement and transfer would be 
among the most important 1954 per- 
sonnel problems. For example, one 
company said that since operating costs 
will be one of the big problems this 
year the effective use of people will 
pe the No. 1 personnel objective and 
the company will redouble its efforts 
to see that people get into work which 
they can do and like to do and that 
they are trained to do this work effec- 
tively. 

e eo e 

This company has been tightening up 
bn its personnel requirements and has 
deen able to eliminate a number of 
jobs and to whittle down the additions 
to the staff requested by department 
heads. 

Its efforts will be first in the direc- 
tion of improved personnel controls. 





It has set up definite rules and regu- 
lations as to the authorized staff for 
ach department, division and unit. 
hen there is a request for personnel 
excess of the authorized number the 
ompany requires a rather complete 
itudy of the situation. Department 
heads are becoming more and more 
staff conscious and together with the 





ethods experts, have thought out 
ays and means of eliminating jobs. 
he company stresses this effort 
through its monthly personnel reports 
‘o department heads and to top man- 
agement. 


Regarding the need for doing a more 
effective job of placement, one per- 
sonnel director said the company 
hould investigate a person’s temper- 
ent—what he wants to do as well as 
hat he can do—and place him in a 
ob that’s close to his natural reaction 
pattern. The man is more likely to suc- 
reed, fulfilling his own urge for 
Bchievement, with more and better 
production for the company. If the job 
luits the employe and fills his income 
requirements, “let’s not continually 
heedle him into promotion ‘to some- 
hing higher.’ ” 

Three of the companies listed turn- 





(ver as their major personnel prob- 
tm area. However, only one company 
siggested that the underlying causes 
of turnover must first be given careful 
sudy before steps are taken to reduce 
t. Among the noteworthy steps men- 
ied in the replies to the survey 
were more thought to the initial place- 
ment of the employes, and making pro- 
motions as quickly as possible to keep 
employes’ interest and ambition at a 

igh level. Regarding the communica- 
ion problem, one personnel director 
immed it up this way: “Communica- 
tion is understanding others—listening 
0 their meaning, not their words— 
eaking from the other’s point of 
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view,: fully and sincerely, trying to 
find an area of agreement, and empha- 
sizing agreements rather than differ- 
ences. Internally, this means consulta- 
tive management—a philosophy which 
should underlie our planning, training, 
manpower development, employe man- 
uals, induction and orientation and 
work instruction.” 

Another respondent suggested that 
the personnel department is some- 
times the innocent culprit in blocking 
the upward flow of communications, 
pointing out that too often the super- 
visors run to the personnel department 


INSURA 


GROWTH 


with complaints about policies which 
they should take to someone else on 
the management level and that unless 
the personnel department redirects 
these complaints it will be in the posi- 
tion of concealing from top manage- 
ment certain problems which they 
should know about. 


Wins Shenandoah Award 

R. A. Clement, manager of Shenan- 
doah Life at Roanoke, has won the 1953 
distinguished service award for paid 
volume of new agents appointed in 
1953 and net increase in paid volume 
of the branch over 1952. 


CE PAST 10 YEARS 


$1,318,423,000 


1948 
$1,016,432,000 


1943 
$751,579,000 


GROWTH IN ASSETS 


IN 10 YEARS 


1953 .... $641,408,000 


1948... 
1943... 


. $477,891,000 
- $330,872,000 


BENEF 




















Laurence J. Ackerman, Dean, Sch. of Bus. Ad., Univ. of Conn. 
Atterton F. Brooks, President, 
Southern New England Telephone Company 
Artuur M. Cotrens, Former President, 
Phoenix Mutual Life Insurance Company 
Electric C 


ITS TO POLICYHOLDERS 
AND BENEFICIARIES PAST 10 YRS 


Investment Salesmen Seek 


Licenses as Life Agents 


WASHINGTON—Superintendent Jor- 
dan reports that representatives of 
First Investors Corp., who sell a con- 
tingent life policy along with install- 
ment investment or savings plan, will 
apply for license as agents of the com- 
panies which underwrite this feature, 
namely, Connecticut General, U. S. 
Life and Continental Assurance. 


= Shenandoah Life has appointed 
Wallace S. Booker district manager at 
Richmond. 


The Phoenix Mutual 
presents the highlights 
of the 103"¢ 

REPORT 


ANNUAL 


Nineteen fifty-three was an outstanding milestone in the 
one hundred three years of the company. Purchases of life insurance 
were the highest on record and amounted to $138,195,000. 
This is a gain of 11% over 1952, the previous best year... . 
Insurance in force increased $78,140,000—the largest gain for any year. 
This brings the total insurance in force to $1,318,423,000 . . 
Premium income also set a new record, totaling $53,076,000 for 
the year.... Growth in assets was $34,134,000, bringing the 
total to $641,408,000 . . .. Benefits becoming payable to policyholders 
and beneficiaries were the largest for any year and totaled $34,163,000. 
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DIRECTORS 





Joun R. Cook, President, Arrow-Hart & Heg 


Cuartes Weties Gross, Attorney, Gross, Hyde & Williams 
Maynaro T. Hazen, Trust Counselor, 
Hartford National Bank & Trust Company 


Georce C. Lone, Jr., 


Advisory Board 


Bensamin L. Howtann, President 
James C. Hutrett, President, Hartford Fire Insurance Company 
D. Gorvon Hunter, Vice 
Eucene A. Kincman, Attorney, Edwards & Angell, Providence, R. I. 
Joun R. Larus, Vice President and Actuary 
Frank D. Layton, Chairman of the Board, Nati 
Director, The Phoenix (Fire) Insurance Company 
Hersert S. Morrny, President, Mechanics Savings Bank 
Georce S. Stevenson, President, New Haven Savings Bank 


President and Agency Manager 


I Fire I Cc y 





Leon P. Broapnurst, Retired Chairman of the Board, Phoenix State Bank and Trust Company © Henry A. Perkins, Professor Emeritus, Trinity College 


PHOEVIY WETEUL LUEE 


of Hartford, Connecticut 
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N. Y Managers Get Data 


on Current Business Trends 


_. (CONTINUED FROM PAGE 8) 
editor did consent to cut out about 90% 


of the objectionable material, said 
Mr. Barnes. He said also that Scripps- 
Howard had promised a three-article 
series giving the pro-A&H side after 
its anti-A&H series, though it was not 
possible to head off or modify the 
original series. 

Mr. Barnes said the institute usually 
finds it possible to temper if not to 
eliminate articles that attack the life 
insurance business, but as long as 
there is a free press it will not be pos- 
sible to stop them altogether. He also 
described the work of the institute in 
getting courses introducted in high 
schools and colleges to include sound 
information on life insurance. He men- 
tioned the institute publication, The 
Most Respected Man in Town, which 
gives an idea of what the agent has 
to do to become better known and bet- 
ter liked. 

Mr. Zimmerman gave an outline of 
a life insurance trade association’s 
functions that probably most of those 
present had not fully appreciated. For 
example, he said he thought it was one 
of the functions of a trade association 
chief executive to be a disturbing in- 
fluence—to bring out facts that need 
to be brought out, whether everybody 
that hears them likes them or not. 

In this category he mentioned his 
belief that a 5% increase in commis- 
sions “isn’t going to save many souls”; 
that mass coverages are here to stay 
whether the field force likes them or 
not; that there may be better methods 
of selling life insurance or paying 
premiums. He interpolated a plug for 
the plan of a clearing-house through 





which premiums would be paid on a 
salary deduction basis. 

Mr. Zimmeran also said he felt trade 
associations have been responsible for 
sparking considerable of the philosophy 
of the business. For example, he said, 
years ago it was taken for granted that 
companies would induct a lot of new 
agents and nearly all of them would 
fail. This was accepted as being a 
characteristic of the business. Some of 
this still happens, he said, but the 
business is no longer satisfied that it 
has to be that way. 


Touching on research by a trade as- 
sociation, he said, often the results 
merely serve to nail down a conclusion 
that was pretty apparent without any 
investigation and the reaction was 
likely to be, “So what?” However, re- 
search serves to dramatize, and the 
steps to improve would probably not 
be taken but for this dramatic impact. 

Sometimes, however, research serves 
to knock the props out from under some 
widely accepted “truths”. For example, 
it was long supposed that payment of 
renewal commissions was warranted by 
superior persistency, but it was found 
that once the critical early years have 
passed, orphan business persists about 
as well as business written by a still- 
active agent. Also, on financing, it was 
found that after the first two years the 
persistency of non-financed agents was 
every bit as good as the financed 
agents, though it had been presumed 
that financed agents would do better 
because of the company or general 
agent having a bigger financial stake 
in their success. 

Mr. Zimmerman was asked about 
LIAMA’s running schools for super- 
visors and assistant managers. He said 
this had been suggested often but had 
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Friday in Chicago office—175 W. Jackson 


make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
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SUPERVISOR WANTED 


A Chicago Life Insurance Company plan- 
ning expansion needs 2 Field Supervisors. 
Excellent possibilities for future. Require- 
ments: early thirties, married, current resi- 
dence within commuting distance of Loop, 
minimum of 2 years Life selling experience, 
willing to travel part of the time and an 
interest in working with men. Address 
W-88, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








MILITARY AGENTS WANTED 


Agents experienced in military solicitation. 
Liberal commissions and renewals. Write, 
giving details to Box W-79, The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ATTENTION FIELD MEN 
Department Manager Wanted 
Manager for Life insurance department in re- 
cently incorporated Life and General Insurance 
Agency, in Ohio city with population of ap- 
proximetely 100,000. Write fully, giving age, ex- 
perience, education, and marital status. Reply 
to Box W-86, The National Underwriter Co., 175 

W. Jackson Bivd., Chicago 4, Ill. 





CHICAGO AGENCY BUILDER 
NEEDED 

Aggressive Eastern Life company will 
pay top commissions plus five year 
agency development bonus plan to 
man who can build a major Chicago 
agency. Write in confidence to— 
EA. National Underwriter, 99 John 
Street, New York 38, New York. 








WANTED 


A large life insurance company domiciled in 
the southwestern area has a position in its 
Actuarial Department for an experienced man. 
He must be an Associate or Fellow of the So- 
clety of Actuaries. me and position flexible 
in accord with the qualifications of the man se- 
lected. In replying, give full particulars as to 
age, experience, present position, salary and 
reason for considering a change. All replies will 
be held confidential. Address pte | he Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














MILITARY GENERAL AGENTS 


exclusion clause—insures enlisted personnel— 
Top Commissions—Reply with full personal his- 
tory and photo—Our nts know of this ad. 
Write Box W-65, The National Underwriter, 175 
W. Jackson, Chicago 4, Illinois. 








SUPERVISOR to recruit and train in Denver. 
Saat Sopene with 68 million in force and |! 
yeor hos 


million ay mana: nt opening 
for first time in ear history. Hent salary. 
Unlimited future. complete detail, refer- 
ences, Poe. Confidential. Box W-60, The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











never gotten much encouragement. 
However, this spring for the first time 
LIAMA will run such a school. He 
said it was hoped that the school would 
be limited to 50 but thus far only 15 
had indicated an interest, despite in- 
tensive efforts at enrollment. 

Besides Messrs. Zimmerman, Barnes 
and Engelsman, the panel included J. 
Frederick Benedict, New York City, 
regional director of the federal small 
business administration. He said that 
his organization considers business 
life insurance extremely important to 
small businesses because in making 
loans the administration is concerned 
about continuity of management, since 
the small business is quite likely not to 
have a successor ready to take over if 
a key-man should die. 

Mr. Benedict said about 95% of em- 
ployers employ 200 persons or fewer, 
so there is a vast field of small-business 
men as prospects for life insurance. He 
said small businesses number about 4 
million today, an increase of about 2 
million since the end of the second 
world war. 

In addition to the evening round- 
table, the Saratoga meeting this year 
was unusual in that the rest of its 
program was designed to acquaint par- 
ticipants with developments in fields 
outside life insurance, that life insur- 
ance managers and general agents 
would do well to know about in plan- 
ning their general strategy of selling. 

John Fistere, associate publisher of 
Fortune magazine, talked on the ex- 
pansion of the American market, par- 
ticularly the astounding burgeoning of 
the middle-class market. He predicted 
a tremendous further expansion in the 
economy in the 1960s and 1970s. 

Christian C. Luhnow, president of 
Fiduciary Publishers Corp. and editor 
of Trusts & Estates magazine of New 
York City, urged that life insurance 
men interest themselves in preserving 
the soundness of the economy as part 
of their responsibility for helping to 
preserve the assets of decedents. 

President Livingston W. Houston of 
Rensselaer Polytechnic Institute talked 
on keeping the American free enter- 
prise system free. 

Executive Vice-president Byron K. 
Elliott of John Hancock talked on 
gearing life companies’ investments to 
the changing needs of policyholders. 
His talk is reported elsewhere in this 
issue, as is the summing-up address of 
Senior Vice-president Vincent B. Cof- 
fin of Connecticut Mutual. 

Superintendent Bohlinger, who hap- 
pened to be at the hotel, was intro- 
duced and spoke briefly. 





Plan Life Insurance Week 


The week of March 21-28 will be 
designated “Life Insurance Week” in 
Oklahoma City by Gov. Murray and 
Mayor Street. The event is being 
planned by Oklahoma City Assn. of 
Life Underwriters and Oklahoma Life 
companies. An intensive promotional 
program, including newspaper adver- 
tising, is planned, as well as appear- 
ance of life insurance speakers at civic 
affairs. 





Old Line Life Elects 3 Directors 

Old Line Life has elected three new 
directors. All executives of Milwaukee 
firms, they are Fred C. Doepke, presi- 
dent and a director of Wrought Wash- 
er Manufacturing Co.; Henry J. Stein- 
man, Jr., treasurer of Steinman Lum- 
ber Co. and Carled Investment Co.; and 
D. C. Jacobus, president of the Wau- 
satosa Fuel & Supply Co. and Gross- 
Callaway Fuel Co. 





e Sam Harris, James Roddie, Jr., and 
Walter Heap, Jr., have joined the Aus- 
tin agency of Great National Life. 


Downer Associate Agency | 


Director of Prudential 


Prudential has promoted Norman ¢ 
Downer to associate director of age, 
cies in the Michigan regional office ; 
Detroit. He will be associated with pj 
rector of Agencies L. Eugene ; 

Mr. Downer joined the company ; 
1929 as an agent in the Rocky Mow, 
tain district at Denver. He was p 
moted to staff manager there in } 
and to manager at Pueblo in 194 
Since 1951 he has been manager at thy 
Cherry Creek district in Denver. 








March Action on Health Program 


WASHINGTON—Sen. Purtell, chair, 
man of the Senate health subcommit. 
tee, expects to begin hearings on th 
administration’s health program }y 
mid-March. ; 





Green Leaves Md. Department 


Sidney A. Green has resigned fron 
the actuarial bureau of the Marylan 
department and will join Independen; 
Life of Baltimore March 2. 





e Carl B. Estes, a trust officer of Ken, 
tucky Trust Co., has been elected q 
director of Lincoln Income Life. 





LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer: 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 
strategic key centers 
around the globe. 








SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


° Head Office: Montreal 
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More Insurers Use Glowing 
Terms to Sum Up ‘53 Record 


(CONTINUED FROM PAGE 1) 
in the premium rate to insure the in- 
surance. The company also guarantees 
insured the right to renew up to age 
§5 in the policies which are non-can- 
cellable by the company. 


MANHATTAN LIFE 


Manhattan Life had a record volume 
of $90,600,606 in 1953 as against $81,- 
134,586. Assets reached $82,176,077, up 
$7,504,765 and insurance in force now 
totals $415,966,673 as against $354,570,- 
170. Premium income was $14,431,043 
as against $13,043,619. Benefit pay- 
ments amounted to $6,420,117 as 
against $5,331,669. 


MUTUAL LIFE OF N. Y. 

Net gains of Mutual Life from oper- 
ations in 1953 totaled $34,094,000. This 
was after all benefit payments, operat- 
ing expenses and taxes, and after de- 
ductions of $10,257,000 for voluntary 
additions to policy reserves and for in- 
vestment reserves. The 1953 net gain 
compared with $35,688,000. The $1,594,- 
000 decrease, accounted for by sub- 
stantial net gains which arose from 
sale or other disposition of assets in 
1952. did not recur last year. 

A total of $5,978,000 of the year’s 
net gain was added to surplus. Divi- 
dends to be paid to policyholders in 
1954 total $28,116,000, up 22%. 

Surplus was $204,446,000 at year end, 
equal to 9.93% of liabilities to policy- 
holders under its policy reserves and 
funds on deposit. Under New York law 
the surplus ratio is limited to 10%. 

New business totaled $362,200,000 


compared with $313,900,000 in 1952. 


In-force at year-end amounted to $4,- 


825,100,000, compared with $4,649,000,- 


000 at the end of the previous year. 


Benefits to policyholders last year were 
$129,800,000, compared with $124,200,- 
000. 


Federal income taxes paid by corpo- 


rations generally have doubled in the 
last 10 years, but in the same period 
federal income taxes paid by life com- 
panies have quadrupled, 
stated. . 


the report 


Assets totaled $2,326,979,000, against 


$2,267,497,000. Net yield on all assets 
was 3.13% after deduction of all in- 
vestment expenses and $4,700,000 for 
estimated federal income tax. This 
compared with 3.02% 
2.89% in 1951. The company purchased 
$307,800,000 in new investments last 
year on which the average gross yield 
excluding short terms was 4.4%. This 
compared with 4.15% 
chases and 3.77% the previous year. 


in 1952 and 


on 1952 pur- 


OLD LINE LIFE 


Paid-for new life insurance by Old 


489 new contracts were written, bring- 
ing the total, exclusive of annuities, to 
831,029. 

Average size of new policies was 
$6,969, compared with $6,394. Pay- 
ments to policyholders or beneficiaries 
was $90,750,854. 

Policy reserves increased from $1,- 
193,919,504 to $1,235,766,528. 

Net gain from operations was $19,- 
170,167, increase $649,991. Investment 
interest rates, before federal income 
taxes, was 3.29%. After taxes of $2,- 
776,774, the interest rate was 3.09%. 
These were up from 3.2% before taxes 
and 3.01% after. 

’ Surplus reserve increased $3,919,034 
to total $79,247,812, 6.41% of policy 
reserves. 


PROTECTIVE, ALABAMA 


The $57,963,213 increase in life in- 
surance in force of Protective Life of 
Alabama in 1953 was a new high and 
brought the total to $531,770,417. As- 
sets reached $55 million, up about $5 
million. Policy reserves were increased 
by $4,094,414 to $46,155,199. The $7,- 
477,548 paid policyholders and bene- 
ficiaries brought the total of such pay- 
ments since organization to $124 mil- 
lion. 


WEST COAST LIFE 

West Coast Life in 1953 recorded a 
$48 million gain in insurance in force, 
according to President Harry J. Stew- 
art. New sales were $55,370,700, com- 
pared with $37,377,124. Insurance in 
force totaled $354,379,664, compared 
with $306,159,644, end of 1952. 

Income for the year was $12,365,200, 
as against $10,935,741. Benefit pay- 
ments of $5,330,237 increased the total 
to $94,622,749. 

Net earnings amounted to $755,855, 
compared with $569,775. During the 
year capital was increased from $1 
million to $1% million through trans- 
fer of $500,000 from surplus. Capital 
and surplus funds amounted to $4,952,- 
567 compared with $4,321,712. Assets 
rose $4,571,817 to $60,491,654. 


WESTERN LIFE, MONTANA 

Insurance in force of Western Life 
of Montana reached a new high at 
the end of 1953, totaling $260,405,881 
compared with $238,328,790. Assets of 
$59,452,067 were higher by $5,847,620. 
Surplus to policyholders rose $684,539 
to $5,185,204. Reserve for asset fluctua- 
tion of $800,000 is not included in sur- 
plus. 


State Mutual Makes 


Brown Vt. Manager 


Duncan F. 
Brown has. been 


Cameron Outlines Gains 
213 Bill Would Bring 


(CONTINUED FROM PAGE 1) 
creases in their margins.” 

A second important change affects 
the small company expense allowance, 
which provides an addition to the total 
field expense limit and the total ex- 
pense limit for small companies. 

“At present this allowance decreases 
rather sharply as a company ap- 
proaches $500 million of insurance in 
force and ceases after it reaches that 
point,” said Mr. Cameron. “The re- 
vised law provides additional allow- 
ances at flat amounts from $500 mil- 
lion in force to $1% billion. Beyond 
this point, they reduce gradually until 
they reach zero between $2% billion 
and $3 billion. This charge recognizes 
that a company is small enough to 
need additional expense margins after 
it has grown beyond $500 million, and 
the gradual reduction of the additional 
amount as the company grows will 
have the effect of not causing undue 
hardship at any stage of growth.” 

Mr. Cameron also pointed out that 
the revision changes the setup of the 
present first-year expense limit, which 
includes, in addition to agents’ first 
year commissions and other related 
items, the amount by which the sum of 
various items of branch office and 
other agency expenses and renewal 
commissions exceeds a prescribed al- 
lowance. This latter has been called 
the ‘“‘spillover” item. The revised limit 
of the bill adds to the first-year item 
all of the expenses of the “spillover’’ 
item instead of just the excess over the 
allowance, and the limit is increased to 
include an amount corresponding to 
the allowance. The revised limit, since 
it includes renewal as well as first 
year expenses, is called the total field 
expense limit. 

* . & 

The “inside” first year expense limit 
covering first year compensation and 
advances to agents is retained un- 
changed but is now designated as the 
first-year field expense limit. 

The minimum interest rate which 
may be used in computing commis- 
sion scales to show compliance with 
the limit on renewal commissions is 
reduced by the bill from 4% to 3%, 
and there are minor changes in word- 
ing made for clarification. 

All provisions for monthly debit 
business is to be covered under section 
213-a, and a bill to revise that section 
has also been introduced under the 
sponsorship of the Condon committee. 
The committee which represented the 
companies in working out this bill was 
under the chairmanship of Malvin E. 
Davis, vice-president and chief actu- 
ary Metropolitan Life. The section 
213-a revisions will bring about some 
increases in the margins between ac- 


an important part in Omaha’s year- 
long centennial celebration. President 
Farrar Newberry ‘presided at the open- 
ing ceremonies. Dr. H. B. Kennedy, 
medical director, is a member of the 
pageant’s committee and the W.O.W.’s 
headquarters choral group and the 
male quartette will be featured on a 
program June 5. Mr. Newberry is serv- 
ing as chairman of the memorial and 
dedications committee. 


Gordon McKinley Sees 
1954 as a Good Year 


(CONTINUED FROM PAGE 2) 
smooth out the seasonal fluctuation in 
the market, but they should not make 
further net additions to the supply of 
funds. Further pouring out of Federal 
Reserve credit will not increase the 
volume of private borrowings and will 
serve only to knock down interest 
rates, which are already at extremely 
low levels. 

Mr. McKinley pointed out the life 
insurance business has consistently 
taken the position that it is not low 
interest rates that encourage business 
borrowing, but a plentiful supply of 
loanable funds. Low interest rates are 
of course associated with a plentiful 
supply of funds, but no purpose is 
served by forcing interest rates down 
after sufficient ease has been intro- 
duced into the market to provide a 
plentiful supply of funds for all sound 
borrowing needs. To deliberately re- 
duce interest rates beyond this point 
will not increase the volume of loans, 
and it appears to constitute a method 
of forcing life policyholders (the great 
majority of whom are not wealthy in- 
dividuals) to subsidize borrowers. 

Tn 1951 the life business favored the 
removal of the government bond pegs 
because it felt that removal would 
tighten the suvply of funds and curb 
the then-existing inflation. In the first 
few months of 1953 opinion was wide- 
spread in the business that government 
security yields were being driven up 
beyond the point necessary to tighten 
credit sufficiently. At present, he be- 
lieves the Federal Reserve is engaging 
tno extensively in oven market pur- 
chases. There is already an adequate 
flow of funds to meet all sound de- 
mands, so that no further easing of 
credit is necessary or desirable. 

If the Federal Reserve will avoid 
further positive action to ease the mar- 
ket, Mr. McKinley concluded all sound 
needs for funds in 1954 will be ade- 
quately supplied and an outlet will be 
found for all investable funds at the 
present low level of interest rates. 








Plan New Houston Insurer 

Plans are under way to form Oii In- 
dustries Life at Houston with paid in 
capital of $250,000 and surplus of $50.- 
000. Dale R. Major heads the forming 
group. 





named agency 
manager for Ver- 
mont of State Mu- 
tual Life. His of- 
fice will be at Bur- 
lington. Mr. Brown 
is a former mana- 
ger for Union Cen- 
tral, a navy vet- 
eran, and a past 
president of Bur- 
lington Assn. of 
Life Underwriters. 


Line Life during 1953 amounted to tual expenses and the allowable limits. 
$17,130,378, an increase of 10%. The 
total in force of $161,959,387 establishes 
a new record. Assets now are $49,036,- 
132, an increase of $2,669,315. Benefit 
payments during last year were $2,418,- 
877, bringing the total to $53,854,260. 


PACIFIC NATIONAL LIFE 
Pacific National Life wound up 1953 
with insurance in force of $105,736,212, 
as against $96,225,883 a year earlier. 
Assets rose from $14,761,811 to $16,- 
758,710. A gain of $174,764 brought 


e Mutual Benefit Life’s Nashville 
agency had $2% million in sales in 
1953, the largest in the agency’s 25- 
vear history. 





Helps Mark Centennial 
Woodmen of the World is playing 
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NY surplus to $1,680,595. Benefit payments 
amounted to $5,600,819. John Hawkinson, financial vice- — 
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new high of $1,457,810,026 during 1953 
and insurance in force went up 10% 
to $3,393,604,489. During the year 51,- 


assistant controller. He has been with 
the company 15 years and was man- 
ager of the accounting department. [ 


INDIANAPOLIS INCIANA 








 XUM | 








20 


FieNATIONAL UNDERWRITER 


February 26, 1954 











| Late News 


Bulletins... 








(CONTINUED FROM PAGE 1) 


tection outlined in advertising. 


The purpose would be to furnish persons buying A&H insurance with a 


“consumers guide”. 


The listing, expected to be available to the public later this year, probably 
will be sold for a modest fee by the government. By referring to the list, buyers 
would be able to detect any false advertising claims. 

According to FTC officials, the listing of companies will show up those who 
use “misleading” ads, thus prompting them to change their ways, and also 
would point a finger at companies whose benefits and advertising are in step, 
They say this would save the industry as a whole from a black eye. 

The report, according to an FTC official, will be a “factual roll-call of 
every—and I do mean every—company in the business. You’ll be able to run 
through this report just like a telephone book.” 

Compilation of such a guide for an entire industry has been done before by 
FTC, but only one, covering public utilities in the 1930’s, was on as large a 
scale as contemplated for the A&H insurers. 


D.C. MacEwen, Noted A&H Figure. to Retire 


Duncan C. MacEwen is retiring March 1 as superintend- 





Duncan C. MacEwen 


ent of Occidental Life of California’s A&H department. 
Recognized nationally as an authority in the A&H field, 
Mr. MacEwen has served as president of A&H Underwrit- 
ers Conference, a director of Life Insurance Sales Research 
Bureau, (now LIAMA), a member of the A&H committee 
of LIAMA and a member of the industry committee ap- 
pointed by the California commissioner to act as an ad- 
visory body in connection with proposed legislation affect- 
ing A&H insurance. 

He started in insurance in 1908 with the Pacific Mutual 
home office, advancing to head of its A&H department and 
later to vice-president in charge of A&H. He was named 
vice-president and superintendent of agencies in charge of 
Pacific Mutual’s life and A&H departments in 1930 and also 


served as a director. For two years during the war he did special assignment 
work with the air force. He went with Occidental in 1944. 


R & R Adds Anderson, Hill, Norton to Staff 


INDIANAPOLIS—Insurance R & R has appointed Kenneth L. Anderson staff 
editor and Paul D. Hill and James F. Norton associate editors. 

Mr. Anderson was most recently vice-president and manager of agencies of 
Union Mutual Life and before that was with Provident Mutual and LIAMA. 
Mr. Hills, who has been with Guarantee Mutual Life at South Bend, was a 
teacher before joining the company in 1950. Mr. Norton joined Home Life of 
New York at Minneapolis in 1948 and returned there in 1952 after two years as 
agency assistant at the home office. All three men are veterans of the second 


war. 


Protective, Ala., Raises Barksdale, Gilbert 

Protective Life of Alabama has promoted Charles B. Barksdale from super- 
intendent of agencies to agency vice-president and Roy W. Gilbert from super- 
viser of the A&H department to vice-president in charge of that department. 


Averett Heads Pacific Mutual Agents Group 

W. W. Averett, Jr., Lynchburgh, Va., was elected president of the Pacific 
Mutual Agency Assn. at its annual meeting at Chicago. W. W. Stewart, Los 
Angeles, is vice-president, and John E. Criswell, Cleveland, secretary-treasurer. 








Ky. Governor Approves 


Extradition of Dunne to Ga. 


Governor Wetherby of Kentucky has 
approved the extradition of James E. 
Dunne for trial in Georgia on a charge 
of criminal libel. 

Mr. Dunne, who is publisher of the 
Insurance Index of Louisville, and 
John MacArthur, were charged by sev- 
eral county grand juries in Georgia 
with defaming Commissioner Zack 
Cravey of that state in articles pub- 
lished in the Index in 1951 when the 
license of Bankers Life & Casualty of 
Chicago, of which Mr. MacArthur is 
president, was revoked. 

Governor Stratton of Illinois refused 
to honor the extradition papers on 
MacArthur after a hearing over the 
Christmas holidays. 

Mr. Dunne has asked the circuit 
court to prevent the sheriff from ar- 
resting him, saying he is immune to 
extradition. 


Colonial Stock Dividend 


Colonial Life directors have re- 
commended to the stockholders the 
declaration of a stock dividend of one 
share for each nine shares held, boost- 
ing the capital from $900,000 to $1 mil- 





lion. A. H. Rice, Jr., of Spencer, Trask 
& Co., New York stock exchange firm, 
was elected a director, succeeding Rid- 
ley Watts, who resigned because of 
pressure of his private interests. 





Keesling Jr., to West Coast 
Board; Chairmanship Open 


West Coast Life has elected Francis 
V. Keesling, Jr., to the board of di- 
rectors, succeeding his father, Francis 
V. Keesling, Sr., who has resigned as 
chairman. The position will remain 
vacant. Mr. Keesling, Jr. at present 
is 1st vice-president and general coun- 
sel of the company. 

In other top level moves by the 
company, George T. Armstrong, treas- 
urer, was named a vice-president; Ar- 
thur G. Falk, assistant secretary, and 
Kenneth Turnley, assistant controller. 

The company announced a cash di- 
vidend of 25 cents a share, payable 
_ 3, to stockholders of record Feb. 





N. Y. Supervisors Meet March 9 
Herman Krooss, associate economics 
professor at New York University, 
will be the speaker at the March 9 
luncheon meeting of the New York City 


Life Supervisors Assn. at Hotel Mar- 
tinique. A former agent of Penn Mutual, 
he will talk on today’s economic baro- 
meters and their influence on the fu- 
ture. 


Chicago Managers Hear 


Barker on Estate Plans 

Life Agency Managers of Chicago at 
one of its best-attended meetings heard 
John Barker, Jr., vice-president and 
general counsel of New England Mu- 
tual Life, discuss the special and com- 
plicated estate planning problems of 
the life agency manager or general 
agent. 

This was essentially the same talk 
which Mr. Barker has given before 
a number of life insurance gatherings. 
He revises and adds to his highly tech- 
nical material as new developments 
arise. (The talk was reported in full 
in the Dec. 4 issue of THE NATIONAL 
UNDERWRITER. ) 

Elmer J. Grandson of Union Central 
Life, the managers’ association presi- 
dent, had as program ciiairman for the 
occasion Earl C. Jordan of Massachu- 
setts Mutual Life. 








Best Succeeds Welton 
At Columbus for BMA 


Business Men’s Assurance has ap- 
pointed Robert M. Best manager at 
Columbus, O., succeeding E. W. Wel- 
ton, manager there since 1938, who will 





E. W. Welton 


Robert M. Best 


devote his time to personal production. 

Mr. Welton joined the company in 
1922 and in 1926 went to Louisville as 
manager there. In 1938 he transferred 
to Columbus in the same capacity. Mr. 
Best went with B.M.A. in 1946 and was 
named assistant manager at Columbus 
in 1953. 





Mass. Mutual's Syracuse, 


Utica Agencies Merge 


Massachusetts Mutual has combined 
its Syracuse and Utica agencies, which 
will be operated by General Agent 
Harry C. Copeland. Howard L. Wiley, 
formerly general agent at Utica, will 
devote his time to personal production. 
Mr. Copeland joined the company 
in 1946 and has been general agent 
at Syracuse since 1950. 





License New N. C. Company 


Allied Life of Charlotte has been li- 
censed in North Carolina with a capital 
of $105,000 and surplus of $105,000. It 
will sell funeral insurance policies from 
$250 to $1,000 through funeral directors 
who are stockholders. President is 
James R. Bryant. 





Bankers, Ia., Raises Brown 


Paul E. Brown has been named as- 
sistant counsel of Bankers Life of 
Iowa. He has been with the company 
since 1948 and before that had a pri- 
vate law practice at Boone, Ia., and 
was a claims adjuster at Des Moines. 
He is an army veteran. 





Lincoln Nat'l Ups Dividends 

Lincoln National put its dividends on 
a 50-cent quarterly basis. Last year it 
paid 25 cents a quarter plus a 50-cent 
extra. 








i 


CHICAGO CO-GENERAL AGENTs 
—Heading a new Mutual Benefit Life 
partnership are Bruce Parsons ani 
Stuart A. Monroe. Mr. Parsons, who 
has headed the agency for many years, 
held an open house honoring Mr. Mon. 
roe, formerly director of field super. 
vision at the company’s home office, 
Mr. Monroe has extensive experience 
in both field and home office work. 














Complete Slate for N. Y. 
City Sales Congress 


NEW YORK—With the addition of 
William B. Lever, State Mutual, Port. 
land, Me., Selby L. Turner, New 
England Mutual, New York City, and 
Peter W. Bove, New Jersey Bell Tele- 
phone Co., the program for the New 
York City Life Underwriters Assn. 
sales congress March 11 at Hotel 
Astor has been completed. 

Mr. Bove is commercial training 
supervisor and teaches selling at 
Rutgers University. Messrs. Lever and 
Turner will talk on prospecting and on 
selling the professional man, respec- 
tively. 

Speakers announced earlier are Dale 
Carnegie, author and lecturer; Man- 
aging Director Lester O. Schriver of 
NALU, and William Cooper, a debit 
agent of Prudential at Manchester, 
Conn. 


Plan New Houston Insurer 


Guaranty National Underwriters Co. 
has been organized at Houston to sell 
stock in a proposed new Guaranty Na- 
tional Life. Lee G. Wyley, president, 
formerly was with First American Life. 
It is planned to start the company with 
$250,000 capital and $166,000 surplus. 





GEORGE E. MOTT, 71, who retired 
as manager at New London, Conn., for 
Metropolian Life in 1948, died after a 
short illness. He started at the home 
office in 1902 and served later in Ro- 
chester, N. x., and Hartford before be- 
coming manager at New London in 
1930. 


FRANK J. BROWN, 67, Minnesota 
director for State Farm Life, died at 
his home at St. Paul. He had been with 
the company since 1937. 


JAMES H. GOODING, 70, secretary- 
treasurer of Independent Life & Acci- 
dent of Jacksonville, Fla., died after 4 
short illness. He had lived in Jackson- 
ville since 1904. 


JOHN GUTTERMUTH, 44, office 
and brokerage manager of the Hup- 
peler agency of New England Mutual 
Life in New York City, died after an 
illness of several months. Before join- 
ing the agency in 1947 he was for 20 
years with the former Connell agency 
of Provident Mutual in New York City. 


PAUL H. DOBBINS, 71, who re- 
tired several years ago as partner In 
Aetna Life’s general agency in Georgia, 
died. Since his retirement he had 
been an associate general agent; active 
in a sales capacity. 
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If an insurance company is really agency- 
minded, it is constantly improving its product 
to capitalize on new business. If its product 
is saleable, its representatives can convert sales 
ideas into substantial commission dollars. 
That's the kind of company we are. We be- 
lieve that in addition to rendering a great 
public service in the sale of insurance, there 
is also considerable romance in the commis- 
sions our field men earn. Look at our record. 
Or ask any Security Mutual field man. 
Security Mutual Life Insurance Company. 
Life « Accident & Health »« Group 
Binghamton, New York 














Circle of Security on the Trail to Independence 


Those who sought financial independence in 1849's great 
Gold Rush found the trail a nightmare of uncertainty, acci- 
dents, sickness and Indian raids. The wagon train, made up of 
families banded together for mutual protection, formed about 
the only kind of security available to the pioneer in those days. 


Your Road to Security... 
a Penn Mutual Independence Plan 


The right to provide for our own future in our own way is a heritage Americans 
always have cherished. 


Today, as in 1847 when The Penn Mutual was founded, financial security 
depends on planning to meet the uncertainties of tomorrow. Over 600,000 
families, many of them Californians descended from the ’49ers, look to The 


Penn Mutual to remove uncertainties, to help assure financial independence. 


Back of 
A Penn Mutual Independence Plan can be tailored to your needs ... present 


and future. For example, while providing for your own retirement later on, it 
can make certain also that funds for mortgage payments... or for a college 


PENN MUTUAL education ... are available when needed. 


A Penn Mutual underwriter can help you plan wisely, offering you both expert 
knowledge and friendly understanding. He represents a Company with experi- 
ence of more than a century and assets of well over a billion dollars. Call him 
today ... his services are yours without obligation. 








THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 








Penn Mutual Advancement Opportunities Go to Penn Mutual Men 





